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Wl be mone Aghulan? 


Both styles are bound to be popular. But the shoe that will keep its popularity 
with the buying public is the one on the left—because it’s made of 

all-round quality leather (and dyed with a fast, deep-penetrating Du Pont dye). 
Long after the shoe on the right has collected complaints for 

uncolored leather showing through at the slightest scuff, 

the other will be earning justified popularity for its manufacturer. 


It's a far-sighted manufacturer who refuses to risk the 

quality of his leather products with inferior dyestuffs. Especially 
when a wide range of long-lasting, quality Du Pont dyes is 
available ... dyes that stay fast to light, and resist crocking and 
scuff marks through the rugged wear a leather product takes. 


Your leather deserves the best in dyestuffs. Why not investigate 

our line of deep-penetrating, level-dyeing colors... in 

Du Pont Chromacyl* dyes—or in Pontachrome,* Pontacyl* 

and Pontamine* dyes. Whatever your color problem 

may be—our Technical Staff will be glad to help you. 

Just write to E. |. du Pont de Nemours & Co. (Inc.), —— 

Dyestufis Div., Wilmington 98, Del. BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


"Reg. U.S. Pat. Off. 























WITH THESE 


NEW U/C 
HEEL SCOURING 
MACHINES! 


Plus 5 Other Advantages: 


@ Increased Production Potential — Up to 25% 
@ Upper Damage Prevented 

e@ Reduced Operator Effort 

e@ Improved Dust Collection 

e@ Better Quality Work 


Model AA users get up to 30% more life from 
scouring abrasives ...no vibration to show up as 
chatter marks on the work ... damage to uppers 
can be prevented by new yielding counter guard. 
These are major advantages of the new (6 HEEL 
SCOURING MACHINE — MODEL AA which 
will improve production and cut your costs. Further- 
more, the machine’s operation can be more exactly 
suited to the conditions of the work because each 
wheel can be operated independently and at different 
speeds. 


The Model A, a single wheel machine, serves the 
trend among many manufacturers who feel scouring 
quality is improved by putting first and second 
scourings on a separate station 
basis. In construction features, 
quality of work performed and 
opportunity for savings, this 
machine offers the advantages 
of the Model AA. 


W/E Heel Scouring Machine Model A 


GA Heel 
Scouring Machine 
jel AA 


Both Machines have ball bearings throughout, 
providing long lasting, super smooth operation. 
Wheels stay true and this smoothness is reflected 
in the work. 

Wheel speed variations permit maximum effec- 
tiveness for the grit and work in use — another 
assurance of longer abrasive life and better quality. 

Operator fatigue is reduced because the shoe can 
be held to the wheel without pressure. Operators 
like these machines because of the ease of operation, 
the increased production and particularly, the im- 
proved dust removal. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Coming Events 





Oct. 14-18, 1951—Advance Boston Spring 
Shoe Showing, sponsored by New Enc- 
land Shoe and Leather Association. Hotels 
Statler and Touraine and manufacturers’ 
showrooms. 


Oct. 20, 1951—38th annual banquet of 
New York Shoe Superintendents’ and Fore- 
men’s Association. Hotel St. George, 
Brooklyn, N. Y. 


Oct. 21-24, 1951—Canadian Shoe and 
Leather Convention in Montreal, Quebec, 
Canada. 


Oct. 24, 1951—Fall Meeting of National 
Hide Association. Sovereign Hotel, Chi- 
cago, Ill. 


Oct. 25-26, 1951—Annual Fall Meeting 
ot Tanners’ Council of America. Edgewates 
Beach Hotel, Chicago, IIl. 


Oct. 29-Nov. 1, 1951 — National Shoe 


Retailers Association. Palmer House 
other hotels, Chicago. 


Nov. 11-14, 1951—Spring Shoe Show, 
sponsored by Southwestern Shoe Travelers 
Association. Adolphus, Baker and South- 
land Hotels, Dallas, Tex. 


Nov. 25-29, 1951— Popular Price Shoe 
Show of America for Spring and Summer 
1952. Sponsored by New England Shoe 
and Leather Associati and Nati 
Association of Shoe Chain Stores. Hotels 
New Yorker and McAlpin, New York City. 








Coming... 


a new, completely 


revised 
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that lets, bones 
function freely 
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Besides flexing easily with each movement of the foot, the 
fibre-structure of England Walton soles provides a resilient surface 
that cushions bones naturally — without pushing them out 

of place or allowing them to sag. 


In this way, good sole leather is always a health-promoting factor 

— not only in orthopedic shoes but in every type of footwear. 

And in England Walton sole leathers expert oak bark tanning brings out 
the fullest benefits of this important feature. 


Today, more than ever before, it pays to give a value-minded public 
all the advantages its money can buy. Make sure you get—and give 
— the sales-building advantages of England Walton sole leathers. 


ENGLAND WALTON DIVISION, A. C. LAWRENCE LEATHER CO, 


BENDS, CUT SOLES AND SOLE LEATHERS 


BOSTON + CAMDEN + PEABODY + NEW YORK «+ ST.LOUIS - COLUMBUS + MILWAUKEE - LOS ANGELES 
SAN FRANCISCO + ASHLAND, KY. + NEWPORT, TENN. - HAZELWOOD, N. C. 
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BROCKTON: DOWN, Down, Down 


Once the world’s leading shoe center now ailing with rheumatism 


NOTHER industrial pillar of 

Brockton, Mass., once the world’s 
greatest and most famous shoe-pro- 
ducing center, has collapsed. With th 
closing of the Geo E. Keith Cont 
pany’s women’s plant in this city, 
a 76-year-old institution passes away, 
and with it goes some 500 employes, 
some of whom had been with the firm 
a half century. 

Once this firm, maker of the famed 
Walk-Over shoes, was an empire it 
the industry, employing 5,400. Now 
it has been forced to close out its 
women’s production because, accord- 

_ ing to its president it could not com- 


7) pete successfully with women’s shoes ~ ~ 


made in other parts of the country. 

About a year and a half ago 
‘another Brockton industrial pillar, 
ithe W. L. Douglas Shoe Co., could 
not stand the competitive gaff and 
‘folded. Ironically, this too was a 
76-year-old company, at one time the 
world’s largest shoe producer, em- 
ploying some 3,500 workers. When 
it closed its doors last year, 600 
workers were without jobs. 


Deeper Disease 

But the demise of these 
famous institutions in the industry 
and the community are symptoms of 
/a deeper disease afflicting this re- 
‘nowned shoe city. Thirty years ago, 
Brockton produced eight percent of 
f the country’s footwear. By 1946, 
this had fallen to 2.6 percent. To- 
' day it is estimated at about two per- 
‘cent or slightly under. From 1920 
to 1951, 12 major firms with nearly 
3,000 employes moved out of Brock- 
ton, and some 60 firms with over 
4,000 employes liquidated. Despite 
some new firms that have moved in, 
there has been, in that period, a net 
loss of over 4,000 jobs. States the Hoyt 
Associates, noted industrial consult- 
ants who conducted a survey for 
this worried city’s Committee for 
Economic Development, “Since 1948, 
the Brockton area has been leading 
the jobless parade in the entire state 
of Massachusetts.” 

This area contains a population 
of about 100,000, of whom 70 per- 
cent derive their incomes from the 
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Reprints available at nominal costs: 
Up to 100. 10c each; 200-500, 5c each; 
1000-3000, 2%c each; 5000 or over, 
l%e each 





shoe and allied shoe industries. The 
area has some 7,000 skilled shoe 
workers, but the average work week 
runs substantially below the poten- 
tial or standard 40 hours; it is 
closer to an average of 32-33 hours. 
The average age of the shoe workers 
in this area is.51 years—substan- 
tially higher than in other shoe manu- 
facturing centers throughout the 
country. 

Heart of a shoe center producing 
nationally famous men’s shoes for 
decades, Brockton today faces a 
sorry plight of declining production, 
employment and income. It is now 
making desperate efforts to obtain a 
large share of military shoe orders 
which have been going to producers 
in other parts of the country. It 
openly admits that it cannot compete 
on a price basis with other firms. 
For example, in 1948 (though the 
analogy applies just as well today) 
the city’s Committee for Economic 
Development appealed to government 
officials for more Navy shoe busi- 
ness. Its report stated: 

“The Navy Black Calf Oxford that 
is being manufactured elsewhere at 
an approximate price range of $5.30 
to $5.50 per pair, can be produced 
by the Brockton Area Manufacturers 
to the Navy at a price less than 
$6. This can be accomplished by 
eliminating any profit motive.” It 
further explained that the incentive 
to embrace these profitless opera- 
tions was “greater regularity of 
employment” to prevent the skilled 
shoe workers from migrating else- 
where. 

Though Brockton has for the past 
three years or more been making a 
penetrating study of its shoe industry 
problems and an effort to improve its 
position, it continued to decline as a 
shoe-producing area. It is an in- 
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dustrially sick city. Its problems 
have been “analyzed” to the core by 
the experts, but still no satisfactory 
solution appears. 

But it seems that an area that 
admits it cannot price-compete with 
firms or products from other parts 
of the country reveals an open sore. 
It may have justifiable argument to 
obtain a larger share of military 
shoe orders despite the higher prices 
of its products. But such arguments 
will carry no attraction or incentive 
for civilian shoe buyers. 

If Brockton claims higher operat- 
ing costs then perhaps it is here 
where the scalpel should go to work. 
Labor costs, however, appear to be 
in line with other sectors. For ex- 
ample, a 1949 study by Bureau of 
Labor Statistics shows no appreci- 
able differences in labor costs on 
men’s Goodyear Welt shoes made in 
Brockton and Illinois—and those of 
Chicago may be slightly higher. 

Or perhaps some of the answer lies 
in more diversified type of produc- 
tion, as has been suggested by several 
recent studies. 


Doctor Needed 


But Brockton needs a doctor—if 
recent symptoms may be diagnosed 
as a more severe underlying ailment. 
Despite its vast pool of skilled shoe 
labor it has not succeeded in at- 
tracting new shoe factories or new 
shoe firms. Why do prospective firms 
circumvent the city? The answer tuo 
that may be part of the solution to 
the problem. 

An irony pervades all this. Here 
is a city with an enormous pool of 
skilled labor; a city long famed for 
its footwear; shoemakers with gen- 
erations of know-how of fine work- 
manship and an excellent product; a 
city with abundant supply sources at 
its fingertips. A city with every- 
thing to make it a tough competitor 
in this industry. And yet it is a 
fading city. 

While the rest of the industry 
may express compassion and sym- 
pathy, only Brockton will be respon- 
sible for its own future. 
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This is only a portion of the many stockpiles of chestnut 
logs that insure a continuous supply of Chestnut Extract. 


1. Is the supply of Mead Chestnut Ex- 


tract adequate? D. There are no hidden costs. When you 


‘ use Mead Chestnut Extract, no time- and 
Decidedly yes. Recent surveys show that money-consuming preparation is required. 


there is enough chestnut wood in our forests to 
serve the leather industry for many years to Ask about Mead Cold Soluble Chest- 
pid yy nut Extract for retanned leathers. And—for 


come. Huge chestnut stockpiles, such as the oie 
one shown above, are converted under chem- more pounds of plumper leather—standardize 
on Mead Chestnut Extract. 


ical control at five extract plants, insuring a 
steady supply of Mead Chestnut Extract. 


_ 2. Why is Mead Chestnut Extract pre- IT’S A FA CT! 


ferred over other tanning agents? 


Mead Chestnut Extract will produce more 
pounds of plump leather per unit of tannin 
than any other tanning material. 


Mead Chestnut Extract is a superior tanning 
material, made by America’s largest producer 
of vegetable tanning extracts. Repeated experi- 
ence has shown: Vegetable Tan Yard Yield 

Tannin (white weight basis) 


A. Chestnut tanned leathers do not oxi- Chestnut Wood Extract 67% 
dize, darken on exposure to light, or develop Tanning Material A 61% 
an uneven color on aging, as do leathers tanned Tanning Material B 63% 
bee rie other materials, vegetable or Calculate your tanning material costs on a 
syntnete. leather basis as well as on a tan unit basis. 
B. Since the tanning system demands Mead Chestnut Extract, producing four to 
acid, the use of chestnut, with its plumping pac! — more leather, means positive 
acidity, saves you money. e- 


¢€. Mead Chestnut Extract eliminates up 
to 28% of leachhouse losses. 


THE MEAD CORPORATION 


Tannin Extract Division, Lynchburg, Virginia 
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Evaporation-coated products may serve either functional or decorative purposes. 
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“EVAPORATION COATING. LEATHERS 


i 
: 
; 
i 
( 
; 


CCHVAPORATION coating” is a 

process whereby leathers can be 
‘rigidly or flexibly, transparently or 
opaquely, surfaced with metallic and 
) non-metallic materials for a variety 
of functional and decorative purposes 
_—including the production of fancy 
, ballroom slippers for women, shoes 
_ with unprecedented wear resistance 
‘for men or children, and _heat- 
’ insulated leather clothing for use in 
' extremely cold weather. 


It consists, briefly, of heat-vaporiz- 
ing coating materials with high melt- 
ing temperatures—much the same as 
water is heat-vaporized to create 
steam—and can be used to surface 
leathers with relatively slight heat re- 
sistance because the vaporized coat- 
ing particles are of molecular dimen- 
sions and subject to rapid chilling 
after contacting a leather deposition 
surface. 

Resultant coatings can be built up 
with dimensional precision for thick- 
nesses ranging upward from a mil- 
lionth of an inch, and are as smooth 
as the best of other organic or in- 
organic finishes. Yet, because the 





By Thomas A. Dickinson 


evaporation process permits the fu- 
sion of minute particles, the bonds 
between deposition materials and 
leathers may have greater strength 
than the bonds produced by conven- 
tional coating processes. 

Metallic and non-metallic evapora- 
tion coatings with thicknesses of less 
than twenty millionths of an inch 
are normally transparent, and have 
been applied to wax-impregnated 
leathers to improve surface hardness 
without obscuring leather-grain ef- 
fects or minimizing the flexibility 
and other desirable properties of 
leather-wax materials. Thicker evap- 
oration coatings are usually opaque, 
and have been used as intermediate 
thermal conductors for the afore- 
mentioned cold-weather clothing as 
well as for purely decorative effects— 
such as the metallizing of trade names 
on masked-leather surfaces. 


How It’s Done 
Alternating electrical current from 
virtually all plant power lines can 
be used to heat-vaporize the subject 
coating materials, if the standard 
current values are altered appropri- 
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Has many commercial applications for footwear and leather 


ately with more or less conventional 
transformer equipment. Transformed 
current values have to date ranged 
from about 1 to 135 volts, 5 to 400 
amperes, depending on the quanti- 
ties of electricity required to evap- 
orate different coating materials. 

The output terminals of the alter- 
nating-current transformers are re- 
spectively attached to the terminals 
of a tungsten or heat-resistant coil, 
filament, or crucible which contains 
the material to be evaporated; and 
the heating element is situated in a 
vacuum chamber, as indicated in ac- 
companying illustrations, so that air 
can be evacuated from the deposi- 
tion area (for a pressure value of 
1 x 10-4 to 5 x 10-5 mm. Hg., as 
a rule) and an inert atmosphere 
(comprising a gas such as argon, 
helium, or nitrogen) can be pumped 
into the chamber to prevent the oxi- 
dization of the vaporized coating 
materials, 

Leathers to be evaporation coated 
are fixture-mounted over or near the 
heating element in the vacuum cham- 


(Continued on Page 33) 
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Per eney ges, BF. Teane & Co, Tas, hoe DREW PRODUCTS 


supplied the leather industry with excellent 


leather oils and related products. SULFATED OILS . con oils « SPERM OILS » NEATSFOOT 


OILS © SPLITOILS © VEGETABLE OILS ¢ CASTOR OILS 
Continuous, never-ending research . . . SUEDE OILS 
product testing under actual plant con- 
ditions . . . extensive production facil- 
ities ... strict quality control... years 
ofextensive experience in working hand- SPECIALTIES . Aum STABLE OILS » DEGREASING AGENTS 
to-hand with the leather industry . . . SYNTHETIC DETERGENTS © SYNTHETIC ESTERS 


RAW OILS . REFINED VEGETABLE OILS « TANKED COD 
OIL « LUXOLENE AND OTHER SYNTHETIC ESTERS 


; NEOPALS . water- _N JQUORS 
oe ere siceeic Meahdash onus ¢ WATER-SOLUBLE, NON-IONIC FATLIQUO 


Drew product—your assurance of quality in 
P y bepienins STUFFING OILS AND COMPOUNDS 


products, service, research! 








Just Call or Write 


LEATHER OILS DIVISION 


E.F. DREW & CO., INC. 
BOONTON, N. J. 
NEW YORK CHICAGO PHILADELPHIA BOSTON 





August 25, 1951 LEATHER and SHOES 





SOLUTIONS To CLOSING PROBLEMS 


An expert's answer to one of the shoe factory’s major headaches 


| 


HE closing of shoes has one pur- 
pose: to properly form the heel line 
as designed in the pattern. 2 

There are five different methods of 
properly closing shoes: 

. Plain closing 

2. “V” closing 
3. Plain zig-zag closing 
. Flat zig-zag closing 
5. Straight closing 

Each of these methods has brought 
forth perplexing problems that have 
caused many manufacturers to adopt 
one of two things: skiving or trim- 
ming. 


Plain Closing 

Plain Closing is where one quarter 
is placed on top of another and made 
‘flush at the heel line. Then it is 
| properly sewn at a margin of 1/16 
_ of an inch or less. The main idea of 
‘ this operation is to follow the con- 
tour of the heel line very uniformly. 

This operation is often found dif- 
) ficult to accomplish with good _re- 
; sults because: 








1. Seam line is irregular; 

2. Quarters are not even: 

3. Thick and thin materials are 
bothersome; 

4. Seams are big and bulky; 

. Seams cannot be rubbed 
down properly; 

. It is difficult to put back stays 
on correctly. 

Some manufacturers believe that 
skiving is the solution to the prob- 
lems. That is, that by skiving the 
quarters they are able to get the seam 
much smaller than they ordinarily 
would, and that thick and thin ma- 
terials can be sewn together easier. 

Other manufacturers believe that 


10 


By Samuel Seserman 


Fitting Room Engineer 
Ajax Machine Company 


trimming is the solution. That is, 
by trimming they can hold the edge 


.. of the seam accurately and as small 


as they want it. 

In my opinion, these operations 
being done by skiving or trimming 
have not been satisfactory methods 
from a standpoint of quality of 
workmanship, though it has been sat- 
isfactory in eliminating the big clos- 
ing seams. 

Nevertheless, this method of opera- 
tion is not a true solution to the 
problem but an “appeasement” solu- 
tion of problems because quality of 
the shoe is sacrificed for the purpose 
of being able to assemble the shoe 
easier. 

There are more practical and 
sounder solutions to these problems. 
They comprise several factors, which 
we'll now discuss. 


Operational Habits 

Faulty operational habits, along 
with the clement of human error, are 
heavy contributors to faulty stitch- 
ing and closing operations. 

The operator must sit correctly at 
the machine and be properly lined 
up with the needle so as to be at a 
correct stitching angle. This correct 
angle is achieved when the operator’s 
nose is in line with the needle bar. 
It is then that the element of human 
crror can be reduced. 

This method of sitting correctly at 
the machine is very important yet 
much ignored. There are no previ- 
ously known methods of proper pos- 
tural alignment because no known 
effects have been tested. Many op- 
erators sit at any angle which they 
consider easiest to their way of rea- 
soning. That is exactly why no two 
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operators can produce shoes exactly 
alike. Neither can they consistently 
stitch any one operation correctly. 
This element of faulty sitting posi- 
tion is often largely responsible for 
the fitting operation being slow, ir- 
regular, costly, and nerve-wracking 
to the operators. This condition is 
harmful to the machine as well. It 
is almost impossible for an operator 
to sit at an angle and look at the 
needle from an off-center view and 
expect the hands to push the work 
through the machine correctly. The 
work cannot come out good or con- 
sistently uniform, no matter how 
much experience the operator has. 


Mechanical Guidance 

No operator can produce any type 
of stitching with consistent uni- 
formity and speed without mechani- 
cal assistance. Gauges are a me- 
chanical device especially designed 
to relieve the exerting strain upon 
the nerves and mind, to allow any 
specific operation to become a mech- 
anized high-speed operation, with 
complete relaxation. It is important 
that operators be taught how to prop- 
erly work with them to achieve this 
relaxation which results in faster, im- 
proved work, Gauges are designed 
not to act as a “back-stop,” as they 
are often used, but as an integral part 
of the machine that will actually help 
perform the operation. 

The quality and speed that can be 
attained is proportionate with the 
amount of the operator’s confidence 
in and obedience to the gauges. 
When the gauges are actually doing 
the work, the better the performance, 
the more the operator becomes syn- 
chronized with the speed of the ma- 


August 25, 195i 





chine, and the operation becomes a 
mechanized instead of a manual one. 


Proper Thread Tension 

Thread and thread tension of the 
machines are very important to each 
closing operation. In closing seams 
the thread used is mostly of strong 
texture. If the tension of this thread 
is held too tightly, the threads be- 
come “stronger” than the leather. 
When pressure is applied to the seam, 
the needle holes in the leather are 
the first to give way. The seam be- 
comes “pressurized” and forces the 
leather to burst, but not the thread. 

This can be eliminated by making 
several tests: by having a tight ten- 
sion on the seam, then turning the 
seam over and seeing the amount of 
elasticity of the thread and how it 
affects the needle holes. Slacken the 
tension a little at a time until the 
thread tension does not affect the 
leather at all. This tension must be 
in proportion with the material being 
sewn. 

Skiving And Trimming 

Skiving of the seams is definitely 
inefficient. It renders a very poorly 
sewn seam in the first place, and sec- 
ondly the strength of this type of 
seam is cut in half. 

No machine can properly sew two 
skived edges correctly because the 
needle penetrating the skiving finds 
no resistance there to hold the thin 
edges together. The needle will waver 
and skip stitches. The needle may 
have a tendency to go over on an 
angle and even break. 

No skived seam can _ produce 
strength because the seam is not 
sewn in the “fat” of the material. 
The weaker the edge of the material 
the harder it is to control the stitch- 
ing of the operation. (See Figure 1.) 

The trimming of seams to get a 
uniform seam is wrong. No shoe 
sewn in this manner will comply with 
the heel curve of the original pat- 
tern. The operator will trim off 
every piece of evidence of her mis- 
takes in preparing the seam to be 
sewn. Such operation has always 
been costly. 


Seams And Rubbing 

When seams are too big and bulky 
and material is skived, these seams 
when rubbed become “pressurized” 
(compacted and forced into the seam 
when pounded). To reduce this 
heavy seam without cutting some- 
thing off it, we must remember that 
the material must go some place. In 
reducing a heavy seam, the material 
is forced by the pressure of a rub- 
bing machine to recede into the seam 
it has just rubbed. Therefore, a ter- 
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HEEL LINE 

















CORRECT “BUMPY” METHOD 


Figure 1 i 
In the “Right” illustration the quarters lay on a perfectly horizontal line. The ~ 
back edge of the seam is in perfect alignment with the contour of the heel line. ~ 
In the “Wrong” illustration the heel line is sewn incorrectly, causing the quar- ~ 
ter to go off the horizontal line. The heel line is incorrect. One quarter becomes ~ 
shorter than the other. The seam is too large and can’t be rubbed properly, © 
and the stay can’t be applied correctly. : 

Figure 2 
The top illustration shows the “V” type of closing. Bottom left illustration 
shows correct method for this closing. When folded, the stitching should fol- 
low the contour of the heel line. 
The bottom-right illustration shows incorrect closing, when the “straight” 
rather than the contoured stitch line is used, causing a “bumpy” seam, and 
loss of the original heel line of the pattern. 


rific pressure has just been brought 
to bear upon the thread holding the 
seam in place. If this type of seam 
is examined closely, the finish of the 
material will be found cracking, 
needle holes torn, the thread is 
strained and ready to break, all due 
to the rubbing of improper seams. 


Back Stays 
Seams affect back stays. All back 
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stays are placed on seams for two 
reasons: (1) to hold the seam flat as 
it comes off the rubbing machine; 
(2) so as not to affect the wearer 
with a bumpy seam in the heel line. 

Therefore, no big and bulky seam 
can be properly covered by a back 
stay due to the seam having more 
width than there is on the stay. These 
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SHoEs AND THE DEFENSE PROGRAM 


Report on the operation and outlook of military shoe procurement 


HORTLY after the start of the 

Korean Incident, the rapid expan- 
sion of our Armed Forces created in- 
creased demands for footwear by our 
Armed Forces. By. the end of the 
year, severe reversals encountered by 
our Armed Forces and the forces of 
the Republic of South Korea necessi- 
tated extensive replacement of sup- 
plies. These factors, plus the added 
anticipated demands of equipping 
the forces being sent to Korea by the 
United Nations, again necessitated a 
drastic upward revision of estimated 
footwear requirements. 

With the rapid expansion of our 
Armed Forces during the fall of 
1950, procurement of footwear, par- 
ticularly combat boots, expanded 
steadily. In December the industry 
was advised of the procurement pro- 
gram needed to supply the require- 
ments of our Armed Forces for the 
following six months. Coming at a 
‘time when civilian business was ex- 
panded due to the heavy fall buying 
and aggravated by a rapidly rising 
‘hide market, many problems devel- 

oped which, if left to resolve them- 
selves, would seriously impede a pro- 
curement program requiring the pro- 
duction of nearly 2,000,000 pairs of 
military shoes per month. 


The impact of such a program did 
not find the industry totally unpre- 
pared to assume such a responsibil- 
ity. Early in December of 1949 there 
was formed a Leather and Footwear 
Industry Group under the auspices of 
the Quartermaster Association. 

The Quartermaster Association, 
until about 1947, was primarily a 
social or fraternal organization of 
active and retired officers of the 
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Quartermaster Corps. Recognizing 
the need of becoming better ac- 
quainted with the problems of in- 
dustry, as well as realizing the need 
of Industry to better understand the 
problems of the Quartermaster Corps, 
the Association felt it could serve a 
more useful purpose by organizing 
Industry Committees so that joint 
planning between industry and the 
Quartermaster Corps could take place 
in time of peace and thus be better 
prepared to meet any emergency that 
should arise. 

On June 8, 1950, finai organiza- 
tion of the group was accomplished 
by the formation of the following 
committees: 

Leather Committee under Chair- 
manship of Irving Glass, Exec. Vice 
Pres. of Tanners’ Council. 

Leather Footwear Committee un- 
der Chairmanship of R. C. Erb, Pres. 
of J. F. McElwain Company. 

Machinery & Supplies Committee 
under Chairmanship of W. E. 
Coombes, Mgr. Planning Dept., 
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United Shoe Machinery Corp., Bos- 
ton. 

Rubber Footwear Committee under 
Chairmanship of V. K. Hastings, Mgr. 
Product Div. & Control, U. S. Rub- 
ber Co. 

Last Committee under Chairman- 
ship of J. W. Holmes, Pres., United 
Last Company. 

Glove Committee under Chairman- 
ship of J. Shmikler of the Illinois 
Glove Co. 

Throughout the summer and fall 
of 1950, meetings of these Commit- 
tees were held at which time various 
representatives of the New York Pro- 
curement Agency under the Com- 
mand of General H. L. Peckham, as 
well as representatives of the Quarter- 
master General’s Office, presented the 
problems of industrial mobilization 
planning, research and development, 
and current procurement of leather 
and footwear items. 

Industrial mobilization planning, a 
joint responsibility of both the Muni- 
tions Board as well as the National 
Resources Board, has as its chief ob- 
jective the development of a program 
in peace time which will convert our 
economic and industrial resources to 
a wartime economy in the event of an 
emergency. 

In the field of research and devel- 
opment, the object of the military is 
to assure that the members of the 
Armed Forces are better equipped 
than those of a possible adversary. 
Footwear must be designed to meet 
operational environments encountered 
on torrid deserts as well as gale- 
swept arctic wastes. 


(Concluded on Page 31) 
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HIDE AND SKIN Sure.as 


An economic report on the rawstock situation and its outlook 


HE shoe industry has been cur- 

tailing its output to meet existing 
conditions and the leather industry 
has done likewise. Long vacation 
periods, plant shutdowns, and re- 
duced operating rates have been the 
order of the day for tanneries. The 
underlying principle has been, if you 
don’t want to buy, we’re not going 
to make. The effect of this has been 
apparent in the weak price structure 
in most raw material markets. 

In a sense the problem of supply 
today is, from a practical point of 
view, not so much one of raw ma- 
terial supplies but of leather supplies. 
Many tanners have not been in- 
terested in taking up their full alloca- 
tions. Leather supplies over the 
coming weeks and months will be 
just as great or just as small as shoe 
manufacturers’ requirements. 

How much raw material will be 
available? Price is the great balancer 
in the supply demand equation and 
a situation cannot long exist where 
there are more hides and skins than 
there is demand. 

Let us look at the hide supply pic- 
ture first. 

The only measure of new domestic 
supplies of hides for short periods 
is Federal inspected slaughter. So 
far this year, seven months, this sup- 
ply has been 914 percent less than in 
the same period of 1950. Several 
factors have been involved in this 
decline, the most recent having been 
the flood conditions in the mid-west 
which not only shut down the Kansas 
City market—a very important one 
—but also interfered with shipments 
to other markets. 

Earlier, the fight over price con- 
trols cut heavily into marketings with 
the result that June cattle slaughter 
was 26 percent below June of 1950. 
The inspected kill in that month was 
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the lowest June volume since 1946 
when OPA was getting ready to fold. 
The effect of controls on the June 
kill and of the flood on July’s have 
been important factors in the year- 
to-date decline of 914 per cent. With- 
out these unusual.*factors the in- 
spected kill might have shown a de- 
cline of not more than about 6 per- 
cent. There is some reason for be- 
lieving, too, that the drop in in- 
spected slaughter was greater than in 
uninspected slaughter since receipts 
at the principal markets held up bet- 
ter than did slaughter. 


Slaughter Increase 

Today it looks as though inspected 
slaughter may begin to pick up again 
with the slaughter volume more 
nearly approaching the 1950 volume 
as cattle raisers begin to market their 
grass fed animals which have been 
enjoying lush pasturage this year. 
Herds have definitely expanded and 
this normally means an increase in 
slaughter. For the year as a whole 
the hide supply from all domestic 
sources will probably not be as large 
as in 1950 but will also, probably, 
be not so far below it as the results 
of the first seven months would imply. 
If we had a domestic supply last 
year of about 19.2 million hides, as 
has been estimated, the total this 
year might hit close to the 18 million 
mark. 

With respect to the foreign hide 
supply, the mistake many of us made 
six or eight months ago was in think- 
ing that price freezes here at less 
than world levels would mean a dry- 
ing up of imports unless there was a 
subsidized buying program by the 
government. This concept has cer- 
tainly been far off the mark. World 
hide prices for many types have 
softened considerably and U. S. 
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tanners and importers have been able 
to buy foreign supplies at economic 
levels. The high level of prices in 
world markets could not be main- 
tained mainly because nobody could 
afford to pay them. Buying by Eng- 
land and the continent dried up and 
supplies become plentiful for U. S. 
tanners. This was helped along by 
the fact that foreign hides, kips, and 
calf skins were free of allocation and 
were not charged against tanners’ 
quotas. 

Imports in the first half of 1951 
totaled 1,719,000 hides or about 40 
percent more than in the first half 
of 1950. Some of these were pre- 
control purchases but the importation 
of 322,000 hides in June points de- 
finitely to a continuation of buying 
into 1951. The increase in net im- 
ports so far this year over last year, 
while not equal to the decline in 
slaughter, has gone a long way to- 
ward bridging the gap. 

Domestic supplies of calf and kip 
this year through July showed a 
considerably sharper curtailment than 
was the case with hides. For the 
first seven months inspected calf 
slaughter showed a drop from last 
year of 15.4 per cent. While some 
part of this decline as in hides has 
resulted from controls and from the 
floods last month, an important part 
has also probably been related to 
the increase in livestock numbers. 
Calves and yearlings have been saved 
for herd rebuilding. The outlook, 
domestically, is hard to figure out. 
Increases in livestock numbers nor- 
mally mean more calves and some- 
times a greater calf slaughter. This 
had been expected to begin this year 
but it didn’t—maybe it will next 
year. 

What the total domestic kill will 

(Concluded on Page 32) 
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but consider these other EXTRAS 
when you buy abrasives 


We've discovered in the abrasive purchasing of ~<a " 


many shoe manufacturers that there are oppor- 
tunities to: 

Consolidate and simplify requirements 

Buy in more economical quantities 

Carry less inventory 

Get faster deliveries 

These are the extras you get when you buy 
abrasives made by CARBORUNDUM and serv- 
iced by UNITED, 

We suggest Carborundum’s abrasives because 
the United representative who sells them knows 
the requirements of each abrasive operation — 
can be of help with any abrasive problem. 

Our close association with these products and 
the men who produce them has proved to us that 
the Carborundum Company stands for the best 
in abrasives, 


Because United maintains large stocks of 
ready-to-ship abrasives expressly earmarked for 
the shoe trades, you can draw immediately on a 
complete range of standard items. 

United would like to tell you about “planned 
purchasing”... how abrasive economies and 
efficiencies may be applied. Some of these may 
benefit you. Why not find out? Call your United 
branch office. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


LEATHER: and SHOES 





August 25, 195! 


Leather Show sales further hampered this 
week by continued weakness on hide and skin mar- 
kets. Drop of light native cows most unfortunately timed. 
Buyers now more convinced than ever that finished leather 
prices will decline more, unwilling, as a result, to make good 
sized commitments for future. 


Falling rawstock prices key to Leather 
Show. The interest was there as indicated by attendance 
figures, even higher than last year. Shoe manufacturers are 
definitely in market for leather, want new styles, colors, 
etc—anything to spur lagging sales—but they are afraid to 
take buying plunge until market stabilizes. Were rawstock 
and consequently finished leather prices anywhere near stable 
today, Leather Show might have set new sales record, 


As it was, buyers needed leathers badly, 
could not buy ahead unless assured they were get- 


ting near-low prices. Price, not quality, style, color, the 
big factor this Fall. Just as long as hide and skin prices 
continue weak, buyers will expect further concessions on 
leather. Thus sales at Show were either for need and prompt 
delivery or when buyer felt he had a fair enough bargain. 


Fallacy evident in reasoning of some tan- 
ners. These are irked by continued price pressure, sales 
resistance from buyers when tanners say they cannot afford 
to lower prices further. Tanners now talking of putting 
downward pressure on hide market by staying away from it. 
This, they say, would help push hide and skin prices down 
to level of wanted leather prices. Trouble is, cycle is never- 
ending. As long as hide prices continue downward, buyers 
will hold off commitments, wait for further reductions in 
leather prices. 


Consensus at Show was that buyers were sam- 
pling actively, shopping around, willing to talk, but offering 
to buy at 10-20% below present asking prices. Big buyers, 
as usual, can afford to go ahead with orders, but average 
shoe man must still be cautious. 


Encouraging factor is that heavy leather 
inventories of majority of shoe manufacturers are 
waning, must soon be replenished, even on small scale. 
Come business at retail level and manufacturers will have 
to buy, regardless of price. All of which means price factor 
is only temporary bottleneck—revived sales will cure indus- 


try ailments. 
@ e 
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What’s happened to bogey of inflation well 
illustrated in new report from Commerce Department's 
Office of Business Economics on gross national product. 
Latter increased to annual rate of $326 billion in second 
quarter 1951 as compared to $319 billion in first quarter 
1951 and only $275 billion in second quarter 1950. 


With so many goods around, with continued 
“diversion of productive resources to defense purposes” and 
“marked reduction in the intensity of private (consumer) 
demand,” little wonder that inflationary pressures have eased. — 
This held true despite fact that tapering-off of general price © 
rises kept increase in value of national product from first 
to second quarter as reduced rate from other quarterly ad- 
vances during past year. 


Personal consumption expenditures, after 
sharp “war scare” buying spurt at start of year, slackened 
appreciably in second quarter down to annual rate of $202 
billion or 3% below first quarter figures. This was most 
evident in durable goods lines such as appliances, furniture, 
autos, TV sets, etc. Consumer spending for nondurable 
goods declined fully $2 billion to annual rate of $1094 
billion in second quarter. 


Picture completed by advance in gross pri- 
vate domestic investment from annual rate of $5914 
billion in first quarter to $631 billion in second. Renewed 
upsurge in business inventory accumulation, which increased 
by $5 billion to record rate of $14 billion annually, partly 
represented work in process for military but was substan- 
tially “unplanned and involuntary,” resulting from more 
conservative purchasing by consumers than generally ex- 
pected. 

@ e 

ECA about to make drastic change in means 
of helping Marshall Plan countries improve their 
productivity. In past, teams have come to U. S. to study 
factory methods, including shoe manufacturing plants. This 
plan has brought English, French, Norwegian shoe manu- 
facturing teams to country in recent past. Hereafter, ECA 
will send hand-picked teams direct to Marshall Plan coun- 
tries to bring latest U. S. techniques to each factory. Pro- 
gram will cost U. S. taxpayers some $70 million annually 
but ECA figures it's worth it in terms of increasing European 
productive potential. 
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LOOSE PRICES MARK LEATHER SHOW 





BUYERS SHOW URGE, 
AWAIT STABILIZATION 


Demand Appears “On Verge” 
Of Crystallizing 

Soft, unruly prices undermined 
sales at the Leather Show in New 
York, August 21-22. An unusually 
large attendance marked the show, 
indicating a genuine buyer interest, 
But the substantial hoped-for sales 
just did not materialize. Though 
sampling was reported as extraor- 
dinarily high, actual purchasing— 
except for spot orders—was held to 
a minimum. 

Price. cutting and _ undercutting 
was disturbingly active throughout 
the two-day show, in the hope that 
this would spur buying. But it didn’t 
to any appreciable extent. 

Lack of price stabilization proved 
to be the reason for small or slow 
sales, or lack of sales. One illustra- 
tion typifies the buying attitude that 
was prevalent. A shoe manufacturer, 
needing leather for immediate cut- 
ting, wanted to buy 40,000 feet. He 
came to the Show expecting and will- 
ing to pay seven to eight cents less 
than recent quotations on a particu- 
lar leather. Much to his surprise, an 
eager offer of 12 cents less was made. 

Holds Off Buying 

Instead of buying he became dis- 
turbed and wary, reasoning that per- 
haps if he waited a week he could 
get a still lower offer. He made no 
purchase at all. As he expressed it: 
“If | buy now, with these prices gone 
crazy, how do I know I’m not mak- 
ing a mistake in judgment?” 

Another factor that created delay 
and hesitancy in buying was the drop 
in the hide and skin market around 
Show time—particularly in light na- 
tive cows and calfskins, with price 
_ declines in other types anticipated on 

the basis of what happened to those 
key types of rawstock. This was in- 
terpreted by shoe manufacturers as 
indicating a further decline in leather 
prices later. 

Practically no very large sales 
were made. But there were many 
small orders. This was regarded as 
significant — indicating that many 
shoe manufacturers are in need of 
leather stocks but are purchasing 
only absolute immediate needs. It 
indicates that a week-to-week buying 
procedure will be the order for a 
brief period ahead, until some sem- 
blance of price stabilization sets in. 

Manufacturers of footwear, it was 
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evident everywhere, are ready and 
willing to buy. Demand exists to 
an appreciable degree, is the opinion 
of sellers. But this prospective de- 
mand will not crystallize until a more 
solid floor comes under leather 
prices; until leather buyers feel more 
assured that they are not making a 
“mistake” on the purchases at cur- 
rent price levels. 

Tanners, meanwhile, were almost 
unanimous in stating that they hold 
no excessive inventories. Ample in- 
ventories in need of some liquida- 
tion, yes; but none of the bloated 
stocks common to the prewar period 
when business took a slump and cre- 
ated havoc on inventory losses. Tan- 
ners, nevertheless, admit that they 
are taking a sore rap on inventory 
losses—the losses on inventories pur- 
chased at higher prices earlier and 
forced to sell at currently lower 
prices. 

Disturbing Shift 

All this, it is believed, may set the 
stage for a disturbing shift in mar- 
ket conditions “shortly.” For ex- 
ample, a brisk flurry of retail shoe 
business, followed by orders, in Sep- 
tember could send leather buyers 
scurrying to market. 

Tanners present ample stocks—but 
stocks that are not at all excessive— 
would, under these conditions, be 
quickly consumed. Leather prices 
would automatically firm up, with 
the possibility of a slight rise. 

With a more stabilized rawstock 
and leather price condition, and buy- 
ers more assured that the price bot- 
tom had been reached, would create 
another strong incentive to send them 
to market. All this presently hinges, 
of course, on what happens to retail 
shoe business and consequent shoe 
orders in September. 

Most industry analysts see a whole- 
some Fall shoe business at retail, 
with favorable consequences for shoe 
manufacturers and tanners. Few are 
using sheer optimism in arriving at 
this conclusion, but are basing it on 
hard economic analysis of economic 
conditions that are certain to affect 
retail shoe sales. 

However, so long as conditions re- 
main as at present, with leather 
prices unstabilized, no appreciable 
change in buying is expected for at 
least the next two or three weeks. 
This was the consensus at the 
Leather Show. Regardlessly, pessi- 
mism was almost non-existent among 
sellers, most of whom feel that the 
turn is almost in sight. 
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WOOD HEEL MEN 
SEEK PRICING ORDER 


Urge OPS Issue Interim 
Regulation 


Members of the Subcommittee of 
the Wood Heel Manufacturers Indus- 
try Advisory Committee at their sec- 
ond meeting with OPS officials this 
week recommended that their indus- 
try be included in the coverage of an 
interim regulation under which man- 
ufacturers of turned, shaped and 
allied wood products would deter- 
mine their ceiling prices by formula. 

The subcommittee also recom- 
mended that OPS continue cost 
studies with the object of writing a 
tailored regulation fixing dollars and 
cents ceilings on wood heels, drawn 
up on the lines of Amendment 7 to 
MPR 420, the old OPA regulation. It 
urged wedges be included with heels 
under the dollars and cents ceilings. 

It was suggested dollars and cents 
ceilings might be determined from 
pre-Korean prices, current prices un- 
der the General Ceiling Price Regu- 
lation, and prices to be determined 
under the proposed interim regula- 
tion. 

The subcommittee reported their 
industry had undertaken to make an 
independent study of costs to assist 
OPS in drafting such a tailored reg- 
ulation. Under the interim regula- 
tion, manufacturers would determine 
their ceilings by employing a for- 
mula that would include material 
costs, freights, waste, labor, direct 
and indirect expenses and net mar- 
gin. 

Committeemen recommended that 
the cut-off date on labor, material, 
freight and expenses correspond with 
the date named in the Capehart 
amendment. Under the formula, dol- 
lars and cents margins would be de- 
termined by the highest dollars and 
cents margins in effect during the 
base period. It was suggested the 
base period be nine months or a 
year, ending June, 1950. 

It was proposed that finishers be 
given a cut-off date on the cost of 
their blocks 30 days after the issu- 
ance of the regulation, and the ceil- 
ing prices determined by their sup- 
pliers under the regulation would be- 
come the basis for computing their 
block costs. Block manufacturers 
similarly would adjust their ceilings 
to reflect any changes in their lumber 
costs if and when dollars and cents 
ceilings are fixed on lumber. 
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OPS TO ENFORCE 
CATTLE PRICE LIDS 


End Of Slaughter Quotas 
Cited 


OPS is launching a nationwide 
campaign to enforce cattle price ceil- 
ings despite evident unwillingness by 
Congress to stiffen price controls. 

Michael V. DiSalle, Director of 
Price Stabilization, announced last 
week that he has directed a “large 
part” of the OPS enforcement staff 
to “concentrate on enforcing” cattle 
prices. OPS enforcement officers will 
be assisted by meat experts from 
regional and district offices. 

DiSalle added that he will ask the 
Justice Department to give priority 
to cases involving cattle and beef 
price ceiling violations. 

The OPS director said that since 
abolition of slaughter allocations, 
numerous complaints have been re- 
ceived from packers stating that they 
were unable to purchase cattle at 
ceiling prices. 

Under slaughter quotas, all avail- 
able supplies of meat for each slaugh- 
ter period were divided between all 
registered slaughterers on a histori- 
cal percentage basis. Defense Pro- 
duction Act Amendments passed 
recently by Congress discontinued 
the allocation system. 


Black Markets Again 

“Since we are no longer able to 
channel meat into regular normal 
channels through the slaughter quota 
system, there are growing indications 
of maldistribution. This situation, 
of course, puts a strain on legal 
prices, and threatens to move the 
available supply into fewer areas 
where higher — and illegal — prices 
may be obtainable,” DiSalle said. 

“There are indications that ceiling 
price violators are outbidding legiti- 
mate slaughterers and are extending 
their operations far beyond normal. 
As a result honest packers in the ab- 
sence of slaughter quotas find it dif- 
ficult to get cattle at the legal prices 
and they are being forced to reduce 
their cattle purchases substantially 
below normal volume.” 

The program to obtain enforce- 
ment of live cattle ceilings will con- 
tain the following steps: 

1. Teams of OPS enforcement of- 
ficers and meat experts will inspect 
plants which have been slaughtering 
abnormally high amounts of cattle 
to determine whether these plants 
have been buying cattle at higher 
prices than are permitted by Ceiling 
Price Regulation 23, the live cattle 
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regulation. These investigators will 
check accounting records, weighing 
methods and weight scales to deter- 
mine whether there have been any 
violations. 

2. While at these plants, investi- 
gators will check their records to 
determine whether these companies 
have violated Ceiling Price Regula- 
tion 24 by selling dressed beef at 
above ceiling prices. 

3. Immediate enforcement action 
will be taken against those slaughter- 
ers who have violated Ceiling Price 
Regulation 23, by failing to file 
promptly their drove compliance re- 
ports, OPS Public Forms 13. 


Hanover Shoe Low Bidder 
On Army Shoes 

The Hanover Shoe, Inc., Hanover, 
Pa., was low bidder at the opening 
of Army Invitation No. 65, calling 
for 31,680 pairs shoes, service, 
leather soles and rubber taps. Han- 
over offered to supply 12,000 pairs 
at $5.71 per pair. There were seven 
bidders in all. 

E. J. Givren Shoe Co., Inc., Rock- 
land, Mass., total quantity at $7.84, 
60 days acceptance, 1/10 of 1% in 
10 days. 

J. F. McElwain Co., Nashua, N. H., 
all at $5.95; 60 days acceptance net. 

General Shoe Corp., Nashville, 
Tenn., all at $6.19; 10 days accep- 
tance, 1/10 of 1% in 10 days. 

Sportwelt Shoe Co., Inc., North 
Easton, Mass., all at $7.39; 10 days 
acceptance, 1/10 of 1% in 10 days. 

Endicott-Johnson Corp., Endicott, 
N. Y., 30,680 pairs at $5.98; or 
31,680 at $6.18; 60 days acceptance, 
net. 

Red Wing Shoe Co., Inc., Red 
Wing, Minnesota, 10,000 pairs $6.66; 
and 10,000 pairs $7.13; 15 days ac- 
ceptance, net. 

The Hanover Shoe Inc., 12,000 
pairs at $5.71; 6 days acceptance, 
net. 


Eagle-Ottawa Promotes 
J. C. Hempel 
Eagle-Ottawa Co., Grand Haven, 
Mich., tanner, has announced the 
promotion of J. C. Hempel, produc- 
tion control manager for the past 
four years, to manager of the com- 

pany’s Chicago office. 

Hempel, son of the late J. Chris 
Hempel, who died last Feb. after 
33 years with the firm, will handle 
Eagle-Ottawa sales in Illinois, Iowa, 
Minnesota and Wisconsin. Owen 
Fett, his former assistant, has been 
named production control manager, 
according to E. K. Ellis, sales man- 
ager. 
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NPA REMOVES 
HORSEHIDE LIMITS 


New Order Retains Other 


Restrictions 


The National Production Author- 
ity has announced all restrictions on 
tanning and sale of horsehide fronts 
have been removed. 

Increased supplies of horsehide 
fronts and a decline in military re- 
quirements have made the action 
possible, according to NPA. 

By amending Order M-62, NPA 
lifted the requirement that horsehide 
fronts be tanned solely for military 
leather and sold only to fill defense 
rated orders. This provision was 
originally ei, in M-62 to 
fill military needs for combat gloves. 
Horsehide fronts are also used for 
civilian jackets and baseball covers. 

The amendment continues _limi- 
tations on the amount of goat- 
skins, shearlings, cabretta, sheepskins, 
horsehide (including fronts), and 
kangaroo skins which tanners and 
contractors may process. The order ~ 
permits the latter to process, from — 
May 1 to Sept. 30, 1951, 600 per- 7 
cent of the amount processed in the — 
base period or an average month in © 
1950. : 
Purpose of M-62, according to © 
NPA, is to assure equitable distri- — 
bution of these hides and skins 
through normal channels. : 


Kinney Sales At All-Time 
High 

Sales of G. R. Kinney Co., New ~ 
York shoe chain, for the first six © 
months of 1951 totaled $20,377,399, — 
an increase of 24 percent over the — 
$16,459,159 reported in the 1950 5 
period, and highest in the company’s 
57-year-old history. 

However, net earnings fell to 
$469,605 equal to $1.56 per com- 
mon share, based on last-out, first-in 
LIFO method of inventory valuation, 
compared with 1950 earnings of 
$513,253 or $1.77 per share, based 
on the retail method. 

The LIFO method reduced net 
earnings by some $80,000 after 
taxes, according to the company. 
At the same time, Federal income 
taxes were higher, including an ex- 
cess profits tax totaling $500,000, 
an increase of $182,000 over the 
1950 tax of $318,000. 

Total current assets as of June 30 
were $11,732,048 against $8,821,385 
a year ago. Total current liabilities 
were $3,872,826 against $2,757,553. 
Net current assets totaled $7,859,222 
compared with $6,063,832 last year. 
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ALLIED SHOW SALES SPOTTY 
AS BUYERS SEEK NEW IDEAS 


Heavy Traffic, Keen Interest, Growing Optimism 
Mark New York Show 


To the amazement of the 91 ex- 
hibitors, the Allied Products Show, 
held in New York, August 19-23, 
proved to be the busiest they’ve seen 
yet. Not in terms of actual sales, 
which few expected, but because of 
intense buyer interest evident every- 
where. 

As a leading exhibitor put it: 
“Everyone’s looking for new gim- 
micks—something that will act as a 
shot in the arm to dragging sales.” 

Whatever the reason visiting shoe 
manufacturers showed marked ag- 
gressiveness while trying to find the 
means to lift up still-lagging sales on 
the home front. Crowds gathered 
around anything new—novelty items, 
“bargain” prices, new applications 
for old items—anything to lure more 
sales. 

The unexpected interest prompted 
one shoe fabrics manufacturer to 
remark, almost admiringly, “Shoe 
manufacturers certainly aren’t tak- 
ing this slow period laying down.” 
We're really surprised at this sud- 
den spurt of determination on their 
part to get shoe sales moving again. 

“They used to sit back and wring 
their hands in despair. ‘Now they’re 
grabbing the bull by the horns. It’s 
a mighty healthy sign and we're all 
mighty glad to see it.” 


Unexpected Spirit 


This unexpected spirit among 
buyers quickly changed the show’s 
tenor. By mid-show, exhibitors 
were saying, “It can’t get worse— 
and it’s certain to get better very 
soon.” Some of this, of course, was 
mere whistling in the dark, but it 
marked a genuine spirit of confidence. 

- Two factors hogged the spotlight 
as expected—prices and inventories. 
Both were the controlling factor in 
all sales. 

Makers of metal shoe products 
such as buckles and shanks bemoaned 
the “bloated” condition of shoe 
manufacturers’ inventories in these 
items. They blamed early fears of 
a metal shortage for inciting a buy- 
ing spree which loaded manufac- 
turers’ stockpiles. Most felt it would 
take three to 12 months to work off 


these stocks — depending upon the 


rate of shoe sales—and bring buyers 
around again. 
“And yet,” added one buckle 


maker, “They're still looking for 
something new that isn’t in their in- 
ventory—anything.” 

The same story applies to most 
shoe supplies. All agree that in- 
ventories would be much lower if the 
shoe (and all other industries) had 
not run into its recent sales slump. 
A good surge of business over the 
next few months—which some be- 
lieve is due—will deplete stocks, lift 
sales of shoe supplies back to normal 
again. 

Many shoe manufacturers, how- 
ever, are faced with a serious prob- 
lem. Burdened with heavy inven- 
tories purchased months ago at 
higher prices, they are constantly 


..under pressure from shoe buyers to 


lower factory shoe prices. In order 
to sell his shoes at lower prices— 
shoes made of high priced materials 
and supplies — the manufacturer 
must take the rap. 


Must Take Loss 


This is the pattern of shoe busi- 
ness at the moment. It has been many 
a day since buyer-seller relationships 
were so intense. Sellers, faced with 
heavy inventories which won’t move 
at their original purchased price, 
must take a loss if they are to make 
any sales. 

“But it’s just in fiercely competi- 
tive periods like this that some shoe 
manufacturers make a good killing,” 
said one veteran shoe fabrics man. 

They cited the typical case of one 
shoe manufacturer who had_pur- 
chased a large lot of fabrics at the 
higher prices of six months ago, 
anticipating a shortage. Two weeks 
ago, a competitor grabbed away half 
his orders. 

It happened like this: The shoe 
buyer wanted shoes based on a 40- 
cent fabric. The first shoe manu- 
facturer had paid 50 cents, was will- 
ing because of his high inventory to 
concede 43 cents. The sale was about 
made when a competitor who had no 
inventory walked in. 

The fabric was currently selling 
for 34 cents. The competitor bid 
41 cents for the shoe order—two 
cents under his competitor—and got 
the business. Result: no sale for the 
first manufacturer; a seven-cent 
profit for the second. All because 
of a difference in inventory position. 
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LEATHER WORKERS HIT 
UNION VOTING METHODS 


Charge Ballot Rigged By 
Officials 

Leather worker members of Local 
87, International Fur and Leather 
Workers Union, in Los Angeles, have 
formed a rank-and-file committee in 
an effort to oust the local’s present 
officers. 

The action came about after a 
recent Local 87 election in which all 
balloting was “rigged” by officers of 
the local, workers charge. In its 
protest to national IFLWU_head- 
quarters, the workers’ committee said 
that no candidate was allowed to 
run against Max Roth, local man- 
ager; Nathan Kaplan, president; and 
Selig Linetzky, treasurer. 

In addition, the rank-and-filers 
were allowed only two candidates for 
the nine-man executive board. Al- 
though one of these candidates was 
elected, the workers feel that the 
election was not conducted as_ it 
should have been. 

For one thing, members were not 
allowed to see the ballot containing 
candidates’ names or even learn who 
was on the ballot until voting time. 

Also, the committee charges, union 
members who speak out against Com- 
munism generally get less work than 
those who profess to admire the 
Soviet system or say nothing. 

Union members are now demand- 
ing that present officers be removed 
and another election be held in 
which they be given a chance to 
nominate and elect their own candi- 
dates. 


American Biltrite Promotes 
New Nuron Sole 


Newest shoe sole to be introduced 
to shoe manufacturers and retailers 
is the Biltrite NURON just an- 
nounced by Maurice J. Bernstein, 
general sales manager of the Heel 
and Sole Division of the American 
Biltrite Rubber Co., Chelsea, Mass. 

The manufacturer claims that Bilt- 
rite NURON soles are lighter in 
weight, size for size and thickness for 
thickness, yet so durable that they 
more than double the wear of con- 
ventional soling materials. 

The company is launching a na- 
tional advertising program for its 
new sole, including advertisements in 
leading consumer and trade maga- 
zines. The advertisements will be 
headlined with the slogan “Light as 
a feather — tougher than leather!” 
Point-of-sale tie-ins and other pro- 
motional activities are being planned. 
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Graton & Knight Celebrates 
100th Anniversary 

This week — on Aug. 25, to be 
exact — Graton & Knight Co. of 
Worcester, Mass., world’s largest 
tanner of industrial leathers, and 
maker of more than a million leather 
cases for Army field telephones dur- 
ing World War II, observes its 100th 
birthday. 

From the small concern opened by 
young partners Henry Clay Graton 
and Joseph Addison Knight in 1851, 
the company’s plant now occupies 
five stories and 15 acres and employs 
some 600 workers. 

Today, Graton & Knight leather 
products—industrial belting, textile 
leathers, leather packing, leather 
cases for tools, guns, etc., and laces, 
tool kit covers, and a host of other 
leather items—are known the world 
over. 

Graton & Knight maintains sales 
offices in major cities over the coun- 
try and does an extensive export 
business with Latin America, Can- 
ada, China, India, Britain and the 
Continent. It has a London subsidi- 
ary named Graton & Knight, Ltd., 
and an affiliate, the Dixie Leather 
Corp., a new million dollar leather 
plant producing textile leathers in 


Albany, Ga. In 1949, it established 
International Packings Corp., an af- 
filiate in Bristol, N. H., which makes 
leather and synthetic packings. 


Foot Health Month Slated 
Next Month 


The annual Child Foot Health 
Month, sponsored by the National 
Foot Health Council,, Rockland 
Mass., is scheduled to begin on Sept. 
1, according to Dr. Joseph Lelyveld, 
chairman of the Council. 

During Child Foot Health Month, 
physicians in many’ states will in- 
clude examination of the feet in fall 
health checkups. This procedure is 
now required by law in Massachu- 
setts, Rhode Island and California, 
while Governors of 33 other states 
have referred the matter for legisla- 
tion to state departments of health 
and education. 

The importance of better foot care, 
better posture, and how to walk 
gracefully will be stressed to chil- 
dren during the entire month. The 
Council has found that although most 
babies are born with perfect feet, 
80 percent of the U. S. population 
has foot defects. Close to 72 per- 
cent of these defects could have been 
prevented with proper care given in 
time. 


DEPARTMENT STORE 
SALES RUNNING AHEAD 


Six Months’ Figures Show 
Dollar Gain 


Women’s shoes for the first six 
months of 1951 sold nine percent 
better than for the first half of 1950 
in 223 large department stores, the 
Federal Reserve System _ reports. 
Children’s shoes in 212 stores sold 
five percent better. 

In June, women’s shoes sold six 
percent better than for June 1950, 
while children’s shoes were up only 
one percent for that month. 

Men’s and boys’ slippers in 193 
department stores were six percent 
ahead for June over last year, and 
fully 13 percent better for the first 
six months of this year over last. 

Sales of shoes in basement stores 
ran two percent ahead for June over 
last year but eleven percent better 
for the six-month period. 

Luggage sales in 263 department 
stores had a graduation period sale 
in June that was ten percent better 
than a year ago, while the first half 
of 1951 was eight percent ahead of 
last year. 





RELEASE THE BRAKES 


If your problem is to finance a production build-up, then the 
solution is more working capital. 


Release the brakes on the productivity of your business. Get the 
money from Crompton Factoring. 


This historically sound financing system advances cash against 
receivables. This means greater liquidity — better credit when you go to market 
—a continuing financial basis for sound operation and solid growth. 


Moreover, Crompton Factoring does the complete credit job...assumes all 
credit risks. You save on credit overhead...and concentrate on making and 


moving more goods. 


Let us show you how this service can move your business right into high gear. 


Te Famer Sails 


CROMPTON-RICHMOND CO., INC. 


1071 Avenue of the Americas, New York 18, N. Y. 
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MELVILLE SALES 
PROFITS UP FOR HALF 

Net earnings of Melville Shoe 
Corp., New York chain, for the first 
six months of 1951 totaled $4,926,116 
before taxes, highest in the company’s 
history, according to a report sent 
to stockholders this week. The report 
was signed by J. F. McElwain, chair- 
man of the board, and Ward Mel- 
ville, president. 

Net earnings after taxes $2,434,076 
or $1.04 on common stock outstand- 
ing as compared with $1.00 a year 
ago or an increase of four percent. 
In the same period last year, earn- 
ings were $4,366,607 before taxes 
and $2,351,074 after taxes. 

Net sales for the 1951 period were 
$45,429,657 or 25 percent greater 
than the sales of $36,333,084 for the 
same period last year. Store sales 
totaled $34,366,479 while factory 
sales $29,254,748. This compares 
with store sales of $55,146,988 and 
factory sales of $21,465,221 last year. 

The company reports Federal in- 
come taxes, amounting to $2,492,040; - 
were up 24 percent over last year. 
The company’s financial position re- 
mains virtually unchanged with no 
bank loans, mortgages, funded debt 
or preferred stock. Figures for 1950 
were adjusted to include proportion- 
ate share of increased Federal taxes 
and excess profits taxes imposed 
after June 30, 1950. 


Parcel Post Raises Threat 
To Mail Orders 
Proposed increases in parcel post 
and other mailing rates would pose 
new difficulties for the nation’s mail 


order firms, including those which 
sell shoes through the mails. 

This is the opinion of leading mail 
order shoe firm executives with years 
of experience in the business. 

Prominent among these is Clar- 
ence E. Knapp, vice president of 
Knapp Bros. Shoe Mfg. Corp., which 
together with five other mail order 
shoe firms in Brockton, Mass., pays 
almost $1,500,000 annually to Uncle 
Sam for postage costs. 

Knapp said that the raise in par- 
cel post rates as voted by the Senate’s 
post-office committee would be equiv- 
alent to an increase of 20-3314 per- 
cent over present rates. Terming the 
action “inflationary,” Knapp added 
that “‘any increase in overhead means 
that it must be added to the price 
of the shoes and any increase in 
price creates sales resistance.” 

Knapp said higher parcel post 
rates would affect sales volume of 
mail order shoes and thus indirectly 
hit at shoe production. The pro- 
posed increase would be the fourth 
since just prior to World War II, 
~he stated. 


J. Isaacson Opens New 
Hide Firm 


Joseph J. Isaacson, former treas- 
urer of Isaacson-Greenbaum Co., 
Inc., Boston hide and skin broker, 
reports that he is opening his own 
hide business on Sept. 1. The new 
firm will be known as Isaacson Hide 
and Skin Corp. and will be located 
at 210 Lincoln St., Boston. Frederick 
Blumenthal, formerly associated with 
Isaacson-Greenbaum Co., will be with 
the new firm as buyer and salesman. 
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Leather Finishes 


Quality leather finish is one of the 


rime ingredients that 


contributes to the art of making fine leather. 
Many years of experience together with uniformly high stan- 
dards of nary have helped to give HYDRODITE its respected 


position 


the leather industry. 


The producers of HYDRODITE "ig you to make use of their 
research laboratory and technical s 


weraies <5 Drexel Bldg., Philadelphia; 
Union, N. J.; Salem, Mass. 


A J. & J. O. PILAR 


Leather Finish Specialists 


CHAPEL ST. & 


LISTER 


AVE.. NEWARK, N. 
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Candy Company Buys Keith 
Brockton Plant 


Sale of the Geo. E. Keith Co., No 
11 factory in Brockton, Mass., to F. 
B. Washburn Co.. Brockton candy 
manufacturer, was announced this 


week by Harold C. Keith. 


Purchase was announced a little 
over a week after the Keith Co. an- 
nounced it was closing the plant 
which makes Walk-Over women’s 
shoes, after the current run was fin- 
ished. The shutdown threw some 
400 shoe workers out of jobs. 


Meanwhile, the Brotherhood of 
Shoe and Allied Craftsmen, Brock- 
ton independent union, reported it 
was still trying to find new jobs for 
the former Keith workers. Secretary- 
treasurer Raymond J. Lynch said he 
had hopes of placing the majority in 
local shoe factories when business 
picked up again, possibly after Labor 
Day. 

The Washburn firm expects to 
move into the Keith plant after Jan. 
1 after modernizing and air condi- 
tioning it. It will also employ another 
100 workers. 


As yet, Keith officials have not 
announced where they will buy 
their women’s shoes in the future. 
The company promised its retail 
stores that Walk-Over women’s shoes 
would be supplied as usual. Men’s 
Walk-Over and Highlander lines will 
continue to be made in the Middle- 
boro, Mass., plant. 





tnt 
© SPRUCE EXTRACT 
Hil 
* POWDERED SUPER SPRUCE 
UHM 
© LACTANX 
Hutt 


ROBESON 
PROCESS COMPANY 


500 Fifth Avenue 
New York 16, N. Y. 


OPERATING PLANT AT 
Erie, Pa. 
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IN BACK OF THE NAME 
5 Conveniently Located Plants 


When you call on Mears for wood heel 
blocks, you are assured of the craftsman- 
ship you expect, whether supplied by 
our Massachusetts, Missouri, New 
Hampshire or Ohio factories. Each plant 
has the experience in personnel and the 
special equipment needed to meet to- 


day’s most exacting demands of produc- 
tion and styling. To be certain of an 
adequate and dependable supply of high 
quality wood heel blocks, we suggest 
that your requirements be made known 
at an early opportunity. 


FRED W. MEARS HEEL COMPANY, INC. 
GENERAL OFFICES, LAWRENCE, MASS. 





America’s Style Leaders 

in every price range count 
on Mears wood heel 
blocks for dependability 
of performance. 
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TIOGA OAK 


SOLE LEATHER 


Tioga Oak sole leathers 
are longed tanned by 
precision, quality-control 
methods for enduring 
satisfaction. 


Always Demand 
this mark of 


QUALITY. . 


BELLIES 


CUT STOCK 


Also Specialty Leathers 
for Belting, Hydraulics, 
Textiles, Packing and 
Strap Leathers. 


TANNING CO. 


WESTFIELD, 
PENNA. 








PRICES DEADLOCK KEEPS 
LEATHER MARKETS INACTIVE 


Continued Weakness Of Rawstock Markets Keeps 
Buyers Away 


Price factor and general insta- 
bility during Leather Show week 
combine to keep most selections 
quiet. Feeling is no business will 
develop until market stabilizes 
again. Buyers need leather; still 
won't bite. 

Sole Inactive 

Another quiet week throughout the 
sole leather market. This was 
expected by most tanners during 
week of Leather Show. However, 
hopes of renewal of business in fol- 
lowing weeks dampened by further 
weakness of hide market. Most shoe 
manufacturers, even when they need 
leather, will not commit themselves 
until hide market stabilizes. 

As a result, sole leathers go beg- 
ging for most part in one of indus- 


|. try’s quietest weeks of year. Although 


price appears main factor, tanners 
are willing to make concessions, still 
cannot drum up enough business. 
This is one of those periods when 
“sit and wait” policy rules market. 
Tanners naturally keep rawstock 
buying at minimum, production at 
low ebb. Most have little inventory 
on hand. 

Light bends, always in_ short 
supply, can be sold readily enough 
in vicinity of $1.00 top. However, 
this means little since medium bends 
continue slow with tanners offering 
90c and down but buyers not too 
interested even at middle 80's. Heavy 
bends lethargic, prices nominal, with 
sales, if any, spread over 70-80c 
range. Sole cutters at standstill as 
business drops to mere trickle. 

Sole leather tanners of Philadel- 
phia say that the situation is ab- 
solutely unchanged. Very little in- 
terest is shown by potential cus- 
tomers, and as a result, there is very 
little activity in factory bends, find- 
ing bends, heads, bellies—anything 
at all. No prices available. 

Nothing Doing In Offal 

Sole offal market in Boston con- 
tinues to drag with market unsettled 
and weak and hide market takes 
further drop this week. As it is, most 
buyers were away during Leather 
Show and reports from there served 
as damper on any activity in market. 

Prices still nominal at best; mean 
little since sales continue so slow. 
Steer bellies still listed) by some 
tanners at 58c top but no sales 
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reported at this price. Buyers show 
little interest in prices well below 
this. Cow bellies find little business 
with a sale or two reported below 
50c. 

Single shoulders unsteady and 
quict. Light shoulders with heads 
have difficulty in holding near 80c. 
Heavies well below this. Double 
rough shoulders not too steady at 
90c for heavies. Not much doing in 
both fore and hind shanks; former 
at 44c and down, latter at 49c and 
down. Heads not moving at 35c ‘and 
down. 


Calf Confused Again 

Renewal of weakness of calfskin 
market serves to slow buying interest 
which had picked up recently. There 
are still a good number of sales made 
here and there but mostly small 
orders for prompt delivery. Buyers 
unwilling to commit themselves until 
reasonably certain leather market has 
hit rock bottom. Thus, further weak- 
ness on_ skin market, though 
welcomed at first by tanners, tends 
to hold sales for time being. 

Price lists generally withdrawn 
again with tanners showing prices 
only upon buyer inquiry. Despite 
fact most tanners ready to make 
good concessions in top grade calf, 
most buyers interested in getting 
bargain in medium and lower grades. 
This is particularly true in women’s 
weights. Few tanners can get more 
than $1.10 for top grade, find better 
sales below 80c. 

Men’s weights lag still; HM 
weights still priced around $1.10 
and down with few if any takers. 
Little interest here even in cheaper 
grades. Tanners expect this condi- 
tion to right itself as soon as skin 
market settles, point out fact that 
some grades of calf can now be 
bought cheaper than side leather. 


Sheep Steady 

Sheep leather market in Boston 
continued fairly steady —the only 
market able to hold own today. Tan- 
ners report fairly steady although 
hardly startling business. This 
market controlled, for most part, by 
foreign skin supply situation. As long 
as both foreign and domestic pickled’ 
skins are hard to find in quantity, 
likelihood is demand and prices will 
remain fairly constant. 
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Russets bring steadiest orders, as 
usual. Specialty leathers priced at 
33-34c. Boot linings bring up to 
32c but volume is at 26-30c. Shoe 
linings find most sales at 24-25c. 
Colored vegetable linings do best at 
26-27c. Top lists pegged at 32c. 
Chrome linings somewhat slow at 


34c and down. 


Side Drags Again 

Further easiness in hide market 
with light native cows reported sold 
at 30c, Colorado’s at 24%%c, and 
further reductions expected as 
permits faced expiration date. As a 
result, side leather tanners find busi- 
ness almost at a standstill as buyers 
await further clearing of pricing 
weakness. 

Leather Show disappointing to 
those who hoped for sudden sales 
spurt. Buyers’ caution turned into 
outright unwillingness to buy unless 
absolutely needed and only when 
buyer felt he could not get leather 
at lower price today. Tanners still 
expect to do good business in coming 
weeks but hope for price situation 
to settle as soon as possible. 

Kips very quiet with buyers 
expecting raw stock market to drop, 
holding off orders meanwhile. Entire 
industry looking for drop here since 
kips are no longer competitive with 


calf. 
Splits Weaker 


Easy undertone on hide market 
hit Boston splits market as other 
leathers. Best sellers in this field in 
heavy suede splits which continue in 
good demand and hold fairly close 
to 45-47c level of past weeks. How- 
ever, light suede splits reflect general 
weakness with tanners having diffi- 
culty getting 40c. Linings not too 
active at 25-28c. Work shoe spotty. 


Kid Still Draggy 


Philadelphia kid leather tanners 
report no signs of improvement in 
business. Some tanneries have closed 
down in part and others are con- 
sidering the move. Of course, as 
one tanner put it, executive offices 
are all open with “everyone in there 
fighting” and closings are considered 
very temporary. 

As in the past several weeks, few 
orders received are mainly for black 
in glazed or kid. Very little of any- 
thing else selling; colors practically 
a dead issue. Slipper leather not 
selling at this time in any volume, 
and for most part is reported as duil 
as the heavier weights. Lining slow. 
Nothing reported in satin mats or 
crushed. 
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Modern facilities and expert crafts- 
men available for the solution of any 
of your leather processing or finish- 
ing problems. 

Highest quality workmanship in 
any leather. Special finishes, in any 
desired pigment — straight aniline, 
semi-aniline, standard or pastel fin- 
ishes as desired. Research and de- 
velopment facilities available for 
special requirements. 

Expanded production facilities 
now available for additional work. 
Prompt, reliable service provided on 
all orders. 








EXPERT LEATHER PROCESSING AND FINISHING 


MITCHELL 5-4380 + 1815 S. SECOND ST., MILWAUKEE 4, WIS. 














he 


genuine shell cordovan — “the platinum of 
leathers” — for shoes, men’s belts, military 

belts and holsters, and shark print cordovan 
for tips on children’s shoes. 


Tw Huch Leather Co! 


1525 W. HOMER STREET* CHICAGO 22, ILLINOIS 


KAYE & BARNES, INC. @ 93 South Street, Boston FRED SCHENKENBERG @ Dallas, Texas 
A. J. & J. R. COOK, INC. @ Los Angeles and San Francisco HARRY BLOCH @ Havana, Cuba 





SHOE PRODUCTS = 
THAT SAVE PENNIES 
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Real White SHEEP 


Actually Tanned WHITE—Not Bleached 





THOMAS A. O'KEEFE 


EST. 1907 


LEATHER COMPANY 


4 GOODHUE ST. SALEM, MASS. 
Also ... General Line of SHEEPSKINS for osnetee AM 80s 











“SUPERIOR LEATHERS” 
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7 Katz Chrome” 

| Chrome Ketan 1 P jer ‘Leath or 
Eggi SUPERIOR TANNING co. 
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Sales still made at prices adjusted 
to the situation and the customers, 
but tanners feel that their actual list 
prices should be considered un- 
changed, for publication. Right 
now with the local market situation 
as it is, no one is thinking too much 
about rawskins. 


Average Prices 


Suede 40c-95c 
Glazed 40c-$1.25 
Linings 30c-60c 
Slipper 40c-75c 

Satin mats 69c-$1.20 
Crushed 45c-80c 


Glove Leathers Back 


Old line glove manufacturers are 
pretty well agreed that this is the 
worst season in their experience. In 
addition to the lack of orders, they 
are plagued with delayed deliveries 
on merchandise already cut. Money 
is tight. 

The opening of the Navy contract 
has been postponed for clarification 
of the specifications. Local manu- 
facturers are depending on that con- 
tract to keep them going for the 
balance of the year. Bidding will 
be close. 

Leather buying is confined to fill- 
ins. There is some demand for Iran- 
ians and domestics suitable for men’s 
fur and wool lined gloves. Prices 
steady at 28c for Iranians. About 
28c down for pigtex domestics. 28c 
up for smooths. There is very little 
demand for imported leathers of any 


type. 
Belting Leathers Low 


In the belting leather market, 
rough leather tanners of Philadelphia 
say that business continues bad. Even 
shoulders continue dull, with practi- 
cally no business in any other type 
of belting leather. Tanners received 
a good allotment of hides this month, 
95%. This takes so long to process 
that tanners are hopeful that when 
it is ready to sell, there will be a 
definite market for belting. Right 
now, even if there was a lot of in- 
terest, offerings would be quite 
limited. 

Curriers offer the only bright spot 
in the market, at this time. Some 
find that the situation has definitely 
shown improvement and that orders 
are coming in for the first time in 
any volume since early in July. 
There was a period a couple of weeks 
ago when increased activity seemed 
imminent, but the interest died down 
again. It has now definitely revived, 
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and curriers aré hopeful that the 
volume of business will at least main- 
tain a level they consider “fair.” 
Prices are still those published for 
the past few weeks. 


AVERAGE CURRIED BELTING PRICES 
CURRENT IN PHILADELPHIA 


Curried Belting — Selec. No. io 
Butt Bends 1.56-1. . 


Centers 24”-28” . 
Centers 30” 
Wide sides .. 
Narrow sides . 
Additional premiums: xtra 
light plus 10c.; X-heavy plus 1 


Tanning Oils Firm 
General demand for Tanning Ma- 
terials slow. Some quotations easier. 
Tanning Extracts unchanged. Tan- 
ning Oils firm. Trading showing no 

appreciable upward change. 


Raw Tanning Materials 


Divi Divi, 42% basis shipment, bags $105.00 
— bark, ton 
.‘Fair Average’ $99.00-$101.50 
. ‘*Merchantable’’ $95.00-$ 97.00 
f $ 


Myrobalans, J. 1's «+ $5 
Crushed $77.00- $78. 00 ‘x. 2's Bax 
» SO vse i 
Valonia Cups, '3- 32% ‘guaranteed "$65. 00-$66.00 
Valonia Beards, 42% guaranteed $86.00-$87.00 
Mangrove Bark, 30% So. Am. .........$58.00 
Mangrove Bark, 38% East African ....$81.50 


Tanning Extracts 


Chestnut Extract, Liquid (basis 
25% tannin), f.o.b. plant 
Tank cars Reeiak ceuuns ca benes 
Barrels, c.l. ° 
Barrels, lc.l. . ay Pa 
Chestnut Extract, Powdered (basis 
60% tannin), f.o.b. plant 
Bags, cl. . 
Bags, l.c.l. 
Cutch, —_ Borneo, 55% ‘tannin, 


plus du Leeuw eee 
Gambier Extract, "25% ‘tannin, 

bb! % 
Hemlock extract, 25% tannin, tk. cars. 

f.0.b. 


Bbls., 
Oak a RE se tannin, Ib. 
bbls. 6%-6%, tks. 
Quebracho extract 
a —.. basis 63% tannin, c.1. 


uty 

solid” clar., basis be gg 6.1. w ccc 

Liquid, basis 35% tannin, bbis. .... ° 

Ground extract bd 
Wattle bark, extract, solid (plus “duty) -10% 
Powdered super — ours c.l. 

x ; Le. evccce 

Spruce extract, tks. , f.0.b. 01% 
Powdered valonia extract, an tannin 10K 


Tanners’ Oils 

Castor oil No. 1 C.P. drs. lc.l. ...... 

Sulphonated castor of], 75% 

Cod Oil, Nfid., loose basis 

Cod, sulphonated, pure 25% moisture .. 

Cod, sulphonated, 25% added mineral .. 
Cod, sulphonated, 50% added mineral . 

Linseed oi] tks., c.l. zone 1 .........+ : 234 
drums, l.c.1. . 

Neatsfoot, 20° C. 

Neatsfoot, 30° C.T. 

Neatsfoot, 40° C.T. . 

Neatsfoot, peices drums, 
Led. .. 


Neatefant rae rr 





Jo . 
Olive, denatured, drs. gal. ..........-+ 2. 
Waterless Moellon 
Artificial Moellon, 25% moisture .... 
Chamois Moellon ..... 


igbonates Tallow, 15% eee 
Sulphonated Tallow, 50% .......eeeees 
oo COMPOUNA 2... eee ee eeeeeee 
Split of] ..........- sseccceoce « 
Sulphonated sperm, 25% "water 
ree on 200 seconds 


Seensioun ‘Oils, 150 seconds vise., 
CAD. occ ccccscccccescvcsvcdcccece 
Petroleum 
f.0.b. 
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Cutting, Perforating and 
Marking Machines and Dies 


Ribbon Type 
Stitch Marking Machines 
Write for Full Particulars 








If it’s new... it’s WESTERN 


VLa@ 4 St 2 a & Bg 


Ao Oe Oe oe <n OO On D:1-E-5 


SMOOTH AND = SIDE LEATHER 


VEGETABLE 
For Linings, Bags, Case, and Strap 
e6€° 


INDIAN TANNED LEATHER 
For Fine Casuals and Sport Shoes 
e.hU6©° 


Also Contract Tanning 


SCONSI 
Cathe. Company 


1830 S.THIRD ST., MILWAUKEE 4,.WI1S. 








SETON 
PATENT 
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Armour's 
QUALIT Y 
Leathers 


ke 
Suede grain 
simulating 
buck... 


4imaurl eater O 


CHICAGO - BOSTON - NEW YORK 


English Shoe Fair Set 


For October 

The Shoe and Leather Fair, which 
annually presents the achievements 
and progress of the British shoe, 
leather and allied industries to the 
world, will be held at the Olympia, 
London, this coming Oct. 

Perennially the trade’s shop win- 
dow at which latest methods of pro- 
duction, fashion trends and scientific 
advances in tanning and shoemaking 
are offered, this year’s show is ex- 
pected to be one of the most notable 
of the series. Since 1895, with the 
exception of two breaks during 
World Wars I and II, the Fair has 
been held each year in London. 

Since this is Festival of Britain 
year, a feature at the Fair will be 
the 1851 Pavilion where footwear 
made and worn at the time of the 
1851 exhibition will be displayed. 
Exhibits will also include latest 
styles of footwear for all occasions 
and all types of leathers, leather and 
shoe supplies and machinery. Tan- 
ning materials and chemicals will 


_also be among the exhibits. 


Footwear fashions will be featured 
in daily mannequin parades at the 
Fashion Theatre. 


Arthur Murray Now In 
Shoe Fashions 


Prominent among the growing list 
of products and fashions tied in with 
the name of Arthur Murray, well- 
known dance specialist, are various 
shoe fashions manufactured by Plym- 
outh Shoe Co. of Middleboro, Mass., 
men’s shoe licensee for the firm. 

All tie-ins, originated by market- 
ing specialist Victor Lebow of New 
York, are aimed at benefiting both 
the Murray name and licensed manu- 
facturer who agrees to use the Mur- 
ray trade name, in itself a household 
word over the U. S. 

Under the arrangements, Murray 
Studios in any city are prepared to 
help retailers promote Arthur Murray 
fashions by staging a fashion show 
and dance exhibition right in the 
retailer’s store. 

Murray shoes and other fashions 
are designed to meet top require- 
ments for value, quality and appeal. 
In return for the use of its name, 
Murray hopes to inspire more people 
to try dancing—particularly at Mur- 
ray studios. The firm is presently 
seeking a tie-in with a manufacturer 
of women’s shoes. 





McADOO & ALLEN WELTING CO. 


QUAKERTOWN, BUCKS COUNTY, PENNSYLVANIA 


WELTING 
of all kinds 


Agencies in Principal Centers in the United States and throughout the world 


Curried & Finished Vegetable Tanned 
SHOULDERS — BACKS — BENDS 


Quality, First 














DAVIS LEATHER INC. 


TWO PARK AVENUE, NEW YORK 16, NEW YORK 


Specializing in high grade full chrome calf leathers for the shoe, handbag and novelty trade 
in an extensive range (162 shades) of Ultra High Style Colors. 


DOMINION CALF LEATHERS 


CINCINNATI—J. R. Kueven, 626 Broadway. 


BABY CALF LEATHERS 


BOSTON—Bergman & Brookhouse, 112 Beach St. 


R. A. Brea—Manager 


ST. LOUIS AND SOUTHWEST: O. B. Dahm, 


1602 Locust St., St. Louis, Mo. 


CALIFORNIA—A. J. & J. R. Cook Co. 


MILWAUKEE—H. |. Stewart, 918 North 4th St. 


ENGLAND—Davis Canadian Leathers Ltd., 


3 Granby St., Leicester. 


TANRERY— DAVIS LEATHER CO. LTD., NEWMARKET, ONTARIO, CANADA 


Los Angeles—!220 Maple Ave. 
San Francisco—237 Eighth St. 
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HIDE MARKETS PLUNGE AGAIN 
AS TRADING FAILS TO DEVELOP 


Sales Of Light Native Cowhides At 30c Biggest 
News Of Week 


Despite the fact that the NPA ex- 
tended current permits to purchase 
hides and skins for another week, 
tanners have not been anxious to fill 
their quotas. Lack of buying en- 
thusiasm continued’ very much in 
evidence again this week, to the ex- 
tent that all markets developed fur- 
ther weakness and additional price 
declines were recorded. 

The Leather Show at New York 
failed to produce any real optimism 
so far as the outlook for hides and 
skins is concerned. Hide men, includ- 
ing tanners, expressed disappoint- 
ment over the rather light attendance 
at the New York Show. With leather 
buyers generally talking lower prices, 
no volume business was booked un- 
less tanners wanted to make sharp 
concessions from their lists. 

Today, price is a major factor, 
whereas a year ago availability of 
supplies was of prime importance. 
Even where leather prices were re- 
duced, there was not much incentive 
for shoe manufacturers to buy leather 
ahead as production of footwear has 
slumped perhaps to its lowest point 
in many years. Curtailments in shoe 
factory operations are being re- 
ported from practically all sections 
of the country due to a disappointing 
fall season. An early end of fall 
runs is in sight at the majority of 
shoe plants, only a few weeks cutting 
left at the most. 

While retailers have improved their 
cash position by clearance sales of 
summer shoes, they still carry sub- 
stantial inventories of staples in the 
fall and winter lines. Many are con- 
fining purchases from manufacturers 
to odd lots of fill-in sizes to augment 
their stocks. Slippers and children’s 


footwear have been in best call. 
Otherwise, manufacturers find it dif- 
ficult to book new business at present 
prices. 

Whether shoe prices in generai 
will have to be reduced again to 
stimulate sales remains to be seen but 
until shoes sell better and more 
orders are received by manufacturers 
and wholesalers, effecting a better 
movement including shoes out of 
manufacturers’ “instock” depart- 
ments, it is doubtful whether leather 
buying will be stimulated to any 
great degree. 

Many leather buyers are on the 
sidelines because of the declining 
hide and skin markets and express 
the belief that leather trade will not 
be revived until such time as raw- 
stock prices appear to be grounded. 

At the same time, many hide men 
point out that tannery operations are 
being reduced and no stability can 
be expected in hide and skin mar- 
kets until tanners find they need more 
rawstock. Hide men currently feel 
that the key to their problem in mov- 
ing their supplies is the price level at 
which leather can be sold in volume. 

Because of keen competition from 
substitutes and price resistance ex- 
perienced in their leather business, 
some tanners in a position to use 
most descriptions of hides and skins 
are purchasing only what they can 
obtain at prices which they consider 
“bargains” and have been playing 
one market against another such as 
foreign productions and small pack- 
ers as well as big packers. Off-grade 
country descriptions have _ been 
severely discounted, particularly calf 
and kip skins. 





QUOTATIONS 


Present 


Light native steers 

Heavy native steers 

Ex. light native steers 
Light native cows 

Heavy native cows 

Native bulls ...........0.......... 
Heavy Texas steers 0.00.00... 
Light Texas steers 

Ex. light Texas steers 

Butt branded steers 
Colorado steers 

Branded cows . 

Branded bulls 

Packer calfskins ........ ; 
Packer kipskins ........ 


Week Age Month Age Year Ago 


3314 36% 36% 26N 
30 33 2314-24 
39 39 29 
-37 25-26% 
25-25% 
15%4-16% 
20 
2414 
2714N 
20 -20% 
19% 
24 -24% 
23 1414-15% 
-65 70 -80 6214-66 
-55 60 50 


| 


Packer Hides Weak 
Trading this week limited to very 
few Big four hides and very few out- 
side packer production. Total activity, 
making allowance for some unre- 
ported trading, was figured tops at 


LINCOLN 
and. 
SON 
INC. 

e 


COUDERSPORT 
PENNSYLVANIA 











qordie 
Robinson 











This new facial treatment does 
wonders. Today, a young street- 
car conductor said to me, “Step 
back in the car, Sis, and let me tell 
you about Controlled Penetration 
of fatliquors by Salem Oil & Grease 
Co. to enhance the natural beauty 
of leather. 
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10,000 to 12,000 hides. Prices at 
varied levels, each trade a separate 
one depending upon the individuals 
estimate of value. 

Light native cows called nominally 
30 to 3lc, by weights, with further 
reductions expected. Butts called 25c, 
Colorados 241c; sufficient trading 
in this category to establish these 
levels. Branded cows nominally 29, 
but some call the market 26c. tops, 
without trading to substantiate a 
level. Other selections extremely hard 
to define. A few bulls sold at 19c, 
earlier at 20c, and the market is cur- 
rently called 19c, basis natives. 

Packer market basically sound, 
but very great pressure from the 
small packer market is bringing down | 
values in big packer hides. With 
sales of small packers at 30% under 
Table I, it is difficult to hold big 
packer prices to the ceilings. 

Big packers have to sell some 
hides, and have some hides on hand, 
but they do not have a normal supply ; 
and can not be called a_ bearish | 
factor. However, if tanners find the 
small packer market more _ of 

bargain, and refuse to buy big 
acker hides, some price adjustments 
nust be forthcoming in order to 
nove the inventory of rawstock that 
s available for sale. 


Small Packers Down 

Trading in small packer hides 
stablished at 30% under Table I, 
uite a few lots of 50 to 60 lb. 
verage hides selling at that discount. 
his brings the actual price of small 
acker hides to around 2114 to 
4¥oc flat, or le more selected, 
ccording to average, a low price in 
ny comparison these days. However, 
nners are not hot for hides even 
t this level, but are just not talking 
ny lower. They don’t want hides, 
nd consequently refuse to warp 
arket ideas with useless bids. Those 
at do want a few hides will take 
em at 30% less than Table I. 


Calf Off Again 


Considerable activity developed in 


calfskins this week. One packer broke 
the ice by selling 35,000 mixed 
Northern and River allweight calf- 
skins, the Northerns going at 4714c 
for allweights, the Rivers at 45c. 
This was a drop of 1714c for North- 
ern heavies, 71c for lights. 

Another packer followed by sell- 
ing similar skins, about 15,000, at 
the same prices, with a third packer 
moving 10,000 St. Louis light skins 
alone at 4714c. The final activity 
involved 5,000 Wisconsin allweights 
at 4814c, up lc, but called in line 
because of the fact that these skins 
were all Northerns without anything 
attached. 

This trading put small packer 
people to work trying to find a level 
for their offerings. Some ideas were 
around 35c, but it could not be 
tested in trading. Offerings were 
mixed and few in number, but there 
are quite a few skins available. 


Kipskins Break 
Kip market shaken loose in the 
form of some undercover activity 
being uncovered. Trading figured 
around 30,000 skins, perhaps higher. 


- -at prices of 40c for kip, natives, and 


35c for overweights, Northern and 
Rivers, with Southern skins 39c and 
44c respectively for kip and over- 
weights. This business was not con- 
firmed, but it was all but admitted. 
Prices turned out to be quite in 
line with expectations. 


Horsehides Slow 

The horsehide market, freed of 
the shackles of NPA restrictions, has 
failed to rally to decent proportions. 
It is too late now for the garment 
trade to show much interest in the 
offerings of fronts that are around 
and for the hides that are available. 

Result is that market is completely 
flat on its back with trading held to 
absolutely nothing, and prices purely 
nominal. Some have talked a market 
of $10 for trimmed hides, others say 
$10 for untrimmed hides is optimis- 
tic, and no one will price butts or 
fronts. 
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Dry Sheepskins Drag 

No particular change in wool 
sheep markets. Pullers generally 
have low set views or else are en- 
tirely out of the market. Report that 
some spot Punta Arenas three-quarter 
to full wool butcher skins sold at 
around 55c. 

At Sydney, Australia, auctions, 
32,000 skins were offered and market 
was 5-8 pence Australian currency 
lower on 58’s and up and 2 inches 
and up, while all others were one to 
three pence lower. At Melbourne, 
prices generally were 6 pence lower. 
South American markets slow and 
nominal due to price differences. 

Hair sheep markets firm at origin 
while interest negligible. Report that 
a bid of $7.00 for shade dried Mom- 
basas refused with seller stating that 
the market was very strong and ad- 
vancing. Holding firm for $7.25. No 
late offerings of other descriptions 
as sellers at origin claim they are 
able to do better in Europe. 

New business difficult to confirm 
in shearlings as buyers show no in- 
terest in offerings. Prices lower but 
even at the reductions, it is difficult 
to interest buyers. 

Europe (England, Continent and 
Scandinavian countries) buying 
Papra slats and local operators hav- 
ing difficulty in getting offers. No 
late offers of Peruvians but not much 
interest evident. 


Pigskins Weak 

Market continues weak as most 
buyers have withdrawn, claiming 
that they have enough stock to take 
care of any demand. Shippers at 
origin holding firm though, in most 
instances, they are soliciting bids. It 
is said that $2.55 fob, basis importers 
refused for Manaos grey peccaries 
and a nickel more asked. Maranhao 
grey peccaries sold at $2.05 fob. 
Chaco carpinchos are firmly held as 
shippers claim that prices prevailing 
at origin are much higher than what 
buyers here indicate. 





TABER 
TANNERY 
PUMP S&S 


-.~ have been meeting the special 
requirements of the Tannery since 
1859. Write for Bulletin TP-629 


TABER PUMP CO. 
300 Elm St. (Est. 1859) Buffalo 3, N. Y. 





LEATHER and SHOES 


August 25, 195! 





‘News Quicks 


About people and happenings coast to coast 





Massachusetts 


© Bay State Cutting Die Co., 
Lynn, has named Harry R. Levy as 
its representative in New York, suc- 
ceeding the late Meyer Walk, who 
died recently. Offices are at 277 
Broadway. 


@ Haymaker Shoe Corp. has moved 
from 28 Duncan St.-to new quarters 
at 42 Duncan St., Haverhill, accord- 
ing to Romeo DePanfilis, superintend- 
ent. 


@ Jean’s, Inc., Haverhill footwear 
manufacturer, is scheduled to be sold 
at auction by the Government on 
Monday, Avg. 27, it is reported. Ad- 
dress is at 20 Phoenix Row. 


® Abdulali N. Faiz and Joseph I. 
O’Hara of Faiz & Co. and Faiz, 
O’Hara & Co., Karachi, Pakistan, 
leading hide and skin exporter, were 
expected to arrive in New York this 
week for a visit of several weeks’ 
duration. They will make their head- 
quarters with Martin S. Morton, 
their U. S. representative, at 170 Sum- 
mer St., Boston. 


© A. Starensier Co., Inc., Haver- 
hill, recently sent 400 pairs of hos- 
pital slippers to flood victims in Kan- 
sas City, Mo., according to Marvin A. 
Starensier, president. The company 
is currently working on a_ hospital 
slipper contract for the armed serv- 
ices. 


New Jersey 


@ The entire equipment and stock 
of Arlene Casuals, Inc., Bayonne, 
was disposed of at a recent auction 
sale, it is reported. 


Maine 

® Wilner Wood Products Co., 
Norway, has severed its connection 
with California Sales Co. of New 
York, according to President Joseph 
R. Wilner. The action was taken in 
line with the firm’s policy of dealing 
directly with shoe manufacturers. 


Connecticut 
© American Felt Co., Glenville, has 
developed a simplified method for se- 
lection of the right grade and weight 
of vibration mounting felt which re- 
duces amount of vibration transmitted 
to the floor by as much as 85 percent. 
Information is contained in a new 
booklet entitled ‘How to Reduce Vi- 
bration.” Buffers, grinders, presses, 
etc., are among the machines de- 


scribed. 


Pennsylvania 
® Hyman Goldstein, fitting room 
foreman, has joined Barre Slipper 


Co., Inc., Wilkes-Barre. He was for- 
merly with Melrose Slipper Co., Little 
Falls, N. Y. The Barre firm makes 
California process footwear. 


@ The Ridgway plant of Keystone 
Tanning & Glue Co., wholly owned 
subsidiary of U. S. Leather Co., has 
been sold to Hausman’s Metals of 
Pittsburgh and Kovalchick Salvage & 
Realty Co., according to Fred Seale, 
Keystone general superintendent. Pur- 
chase price was not revealed but in- 
cluded the Eagle Valley tannery, a 
cut sole plant, tannery machine shop, 
laboratory and power plant. The 
tannery will probably be dismantled 
but the other properties will be of- 
fered to manufacturers. 


®@ Bankruptcy hearing of John Bas- 
majian, Philadelphia shoe wholesaler 
at 2258 North Broad St., has been 
suspended until Oct. 29 to give sub- 
ject opportunity to make entirely new 
offer under Chapter XI, it is reported. 


New York 


® Majestic Leather Co., Inc., is re- 
ported to have opened a branch at — 
99 Duane St., New York City. The — 
firm deals in leather and findings at © 
308 Bowery St., New York. 
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Why Buy Imperfect Embossing Plates 7 


STANDARD GUARANTEES THE MOST PERFECT PLATES MADE, 
VARYING NOT MORE THAN | THOUSANDTH OF AN INCH 
ON BOTH SIDES, STANDARD PLATES HAVE NO EQUAL. 


STANDARD EMBOSSING PLATE MFG. CO. 


Since 1888 Manufacturers of 


ELECTROTYPE EMBOSSING PLATES 
SOLID STEEL ENGRAVED PLATES 


SMOOTH PLATES 
ALL SUPPLIES FOR BUILDING BEDS 


NEWARK 5, N. J. 


Foreign Representative 
WOLFF INTERNATIONAL, INC., 2577 North Teutonia Ave., Milwaukee 6, Wis. 
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® Morris Lesser, formerly a partner 
in Madison Shoe Co., New York 
footwear wholesaler, is reported to 
have severed his connections with the 
firm. 


® Dia-Tred Shoe Co., 139 Duane 
St., New York footwear wholesaler, 
has filed petition to effect an arrange- 
ment under Chapter XI of the Bank- 
ruptcy Act. The company is offer- 
ing to pay creditors 25 percent in 
cash. Liabilities are estimated at 
$101,000, with assets of $65,000. 


® The Guild of Better Shoe Man- 
ufacturers in New York will dis- 
play early resort and late day and eve- 
ning shoe lines during week of Sept. 
17 at member showrooms, according 
to an announcement by Charles Fox, 
president. 


® Assignee of Varsity Footwear, 
Inc., 21 Hudson St., New York City 
footwear manufacturer, has been 
granted permission to file a provision4| 
bond of $2,000 and sell the firm’s 
stock and fixtures at public auction, 
it is reported. 


@ Business of Newcomb-Anderson 


Shoe Co., Inc., 276 Sanford St., 


Rochester manufacturer of infants’ 


soft-soled footwear, has been pur- 
chased by Michael Bianchi and Jonas 
and Nat Relin. The latter are of- 
ficers of Em Bee Footwear Corp., 
Northport, L. I., manufacturer of 
footwear. Plans for the firm’s oper- 
ation have not yet been announced. 


®@ The New York Superintendents’ 
and Foremen’s Association will 
open its 1951-1952 season on Friday 
evening, Sept. 7, when regular meet- 
ings will get under way again at the 
organization’s clubhouse at 26 South 
Oxford St., Brooklyn. The first so- 
cial event of the season will be the 
38th annual banquet to be held Oct. 
20 at the Hotel St. George. 


® Louis Leverone, shoe executive, 
has joined the staff of Newport Foot- 
wear Corp. at Newport. The firm is 
a branch of Eastern Footwear Corp. 
of Dolgeville. 


©@ P. & D. Leather Finishing Co., 
Inc., has been incorporated at 152 
W. 42nd St. as manufacturer of 
leather belting. Jesse Friedman is 
principal. 


~@ Dr. A. J. Weith has been named 


product supervisor in the Synthetic 
Organic Chemicals Department of the 


Industrial Chemicals Division ot 
American Cyanamid Co., New York 
City. He has been with the firm 
since 1937. 


® Neolite, product of Goodyear Tire 
& Rubber Co., made its formal en- 
trance into the leather goods field re- 
cently when the company exhibited 
a wide range of finished products 
made of Neolite. Among featured 
items at the Hotel New Yorker were 
men’s two suiters and companion bags, 
women’s luggage, women’s and chil- 
dren’s handbags, hat boxes, utility 
kits, men’s and women’s belts, cam- 
era cases and doctors’ bags. 


© Joseph Romm Co., Inc., has filed 
articles of incorporation to handle 
shoes and slippers in New York City. 
Address is given at 36 West 44th St. 
and principals are William Hoffberg, 
Jeanne Curtis and Henry A. Silver. 


© Assignee’s sale of assets of Selmar 
Shoe, Inc., 25 Spruce St., New York 
footwear manufacturer, was held 
Aug. 20 on the premises. 


® Rynor, Inc., New York manufac- 
turer of ladies’ handbags, reports re- 
cent assignee’s sale of assets realized 
approximately $5,209. 





Neve on ea ARING LINE! 


f At Legallet, every step we take in 
research and laboratory work is 
taken with your problems in mind. 


LEGALLET MOCCASIN COWHIDE 
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LEGALLET GLOVE LEATHERS 
IN GOAT, COW AND BUCK 


LLANA GARMENT LEATHERS 


1099 QUESADA AVENUE 
SAN FRANCISCO, CALIF. 


REPRESENTATIVES: 


POVL WEDSELTOFT, 407 East Michigan St., Milwaukee 2, Wis. 
JOHN A. DAUER, 177 William Street, New York 7, N. Y. 
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SHOES AND DEFENSE 
(Concluded from Page 12) 


When the greatly expanded pro- 
curement program for footwear was 
presented to the Leather and Foot- 
wear Committee in December of 1950, 
many problems developed that re- 
quired the closest cooperation be- 
tween Industry and the Quartermaster 
Corps. Hide prices were rapidly rising 
to a point where tanners were re- 
luctant to buy. Shortages in many 
items were apparent such as retan 
upper leather, military weight in- 
soles and outsoles, brass for tacks and 
nails and many other critical items. 

The close cooperation between Mr. 
Erb and his Leather Footwear Group 
and Mr. Glass and the Leather Group 
did much to bring to the attention of 
Government officials the need for pos- 
itive action if procurement programs 
were to be met. 

It is a credit to the Leather Indus- 
try to say that within the short time 
the shoe program was made known 
until leather was needed, sufficient 
supplies were made available without 
the need of government directives ex- 
cept for the problem of distribution 
of needed leather insoles, midsoles 
and outsoles. Conversion of tanning 
facilities to produce the needed quan- 
tities of Army retan was entirely on 
a voluntary basis. 

At a recent meeting with the New 
York Procurement Officials it was 
gratifying to learn that in general, 
delinquency on current contracts was 
at a minimum and for the most part 
the cause of such delinquencies could 
not be blamed on the industry. 

Acute shortages of other supplies, 
particularly metal components, was 
averied by close cooperation between 
the Procurement Officials and the Ma- 
chinery & Supplies Committee under 
the Chairmanship of Mr. Coombes. 
As soon as needs were known, a work- 
able system of allocations was estab- 
lished and by careful planning many 
shortages of such items were avoided. 

The supply of wood lasts is an es- 
sential part of any leather shoe pro- 
curement program. Many problems 
pertinent to the last industry arose 
when considering the needs of the 
Armed Forces. Here again Mr. 
Holmes and his committee were in- 
strumental in rendering a great serv- 
ice to the Leather Footwear Industry 
by making sufficient lasts. 

One of the projects of the Leather 
Footwear Committee has been to em- 
phasize the need for a procurement 
program that will allow sufficient lead 
time within which the industry can 
operate with a minimum of lost time. 
Such a program must have at least 
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sixty days lead time from the time 
contracts are awarded until the first 
delivery period. During the month 
of May this year, it was evident that 
something had happened with respect 
to procurement of military footwear 
for the Army calling for deliveries 
after July of 1951. After repeated 
attempts on the part of the Industry 
Committee to obtain the release of 
bid proposals calling for August de- 
livery and thereafter, we were ad- 
vised that there was to be a drastic 
revision of procurement estimates, 
particularly for Combat Boots. 


Problems Arise 

The estimates for Combat Boots 
procurement, which had: been run- 
ning at the rate of about 1,000,000 
pairs per month, were reduced to 
500,000 pairs per month for the fiscal 
year of 1951-52. This in itself created 
many problems for the Leather and 
Footwear Industry. Many tanners 
were urged to undertake a voluntary 
conversion of their facilities to the 
manufacture of Army retan upper 
leather, cut sole producers were pil- 
ing Army insoles, midsoles and out- 
soles under M-34 and a great many 
shoe manufacturers who had volun- 
tarily converted their facilities to the 
manufacture of combat boots would 
now be faced with drastic curtailment 
of their output. 

This in itself was a real problem 
but could be met by prompt action 
even though the time interval was 
short. Unfortunately, we could not 
obtain verification of this action or 
proper clearance so as to make this 
information available to the Indus- 
try. Several weeks elapsed before this 
information could be released which 
together with a sudden change in pro- 
curement from a negotiated to a com- 
petitive bid basis resulted in consid- 
erable confusion and uncertainty in 
the industry. 

The Leather and Footwear Indus- 
try has in the past six months passed 
through a critical stage of our De- 
fense Program. The footwear pro- 
curement program which normally 
would need only provide the require- 
ments of our expanded armed forces 
was complicated by: 

A. The expanded need for combat 
boots, where a change in style 
necessitated a complete re- 
stocking. 

. Added needs due to the Korean 
incident where attrition of sup- 
plies plus the establishment of 
stockpiles on a wartime basis 
was called for. 

C. The policy of equipping our 
fighting allies in Korea with 
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clothing issued from our own 
Quartermaster supply depots. 
Predicated on estimates for the last 
six months of 1951, military require- 
ments for the fiscal year 1951-52 are 
probably more nearly on a replace- 
ment basis for our present armed 
strength taking into consideration an- 
ticipated replacement of various Na- 
tional Guard units and many Reserve 
personnel. The following is our best 
estimate regarding these require- 
ments: 


Combat Boot Types 
520,000 pairs a month 


Service Types 

296,000 pairs a month 
Low-Quarter Types 

515,000 pairs a month 


Total 1,331,000 pairs a month 

In addition, there may be another 
25 or 50 thousand pairs of miscellane- 
ous types such as Women’s Shoes, 
Safety Shoes, Flight Deck Shoes for 
the Navy and various Athletic foot- 
wear. 

These estimates are predicated only 
on the development of the Defense” 
Program and could be radically in<— 
fluenced by any serious military ac-— 
tion requiring our participation, or 
a continuation of the Korean situa-_ 
tion. Any future policies requiring 
assistance under our Military Aid” 
Program whereby this country as-" 
sumes the obligation of providing 
military footwear would also seri : 
ously change these estimates. 

Current overall rate of militarys 
procurement is approximately 16,- 
000,000 pairs annually whereas dur-” 
ing the Spring of 1951 the procure-— 
ment rate reached about 26,000,000" 
pairs annually. 

While these past six months havell 
again demonstrated the remarkable™ 
ability of the industry to convert 
rapidly to the production of military” 
types of footwear, it has also shown 
the need for closer cooperation and” 
understanding between the Industry 
and the Armed Forces. 

Imposing on the productive output 
of a segment of the industry, namely 
the Goodyear Welt production, the 
equivalent of nearly 25 percent of its 
productive capacity is a serious mat- 
ter and deserves the most careful 
study and planning. 

The Leather and Footwear Indus- 
try must, for its own protection as 
well as for the general welfare of the 
country, extend its fullest coopera- 
tion to the Armed Forces so that they 
will have the fullest advantage of its 
experiences and productive ability 
and a better understanding of 
problems. 








HIDE SUPPLIES 
(Concluded from Page 13) 


be for 1951 is today little more than 
a guess. Last year the domestic sup- 
ply was estimated at 1114 million. It 
is doubtful the 1951 total will exceed 
1034 million. 

Here again, however, we have had 
an offsetting factor in heavy imports. 
Arrivals in the first half of 1951 
totaled 1,627,000 skins or over 400,- 
000 more skins than in the same 
period last year, a six months in- 
crease almost equal to the seven 
months drop in inspected slaughter. 

Perhaps the poorest showing in 
new domestic supplies has been with 
respect to sheep and lamb skins. In- 
spected slaughter, which makes up 
the bulk of the domestic kill, was 16.7 
percent smaller in the first seven 
months of this year than last. The 
sheep population has, of course, been 
way down although January 1, 1954, 
data did show some slight increase 
in flocks. A low level of kill had been 
expected this year but the rate of de- 
cline so far witnessed certainly has 
exceeded expectations. If the total 
new domestic supply came to 12.6 


million in 1950 the 1951 total will do 
well to reach 11 million. 

In the case of sheepskins we do 
not find a compensating increase in 
foreign supplies. So far this year 
imports of pickled skins were only 
about 40 per cent of the 1950 volume 
with some part of.the decline trace- 
able to the dockers’ strike in New 
Zealand and some part to the de- 
creased foreign slaughter. Some pick- 
up in imports will materialize now 
that the dockers’ strike is over and 
skins purchased earlier in the season 
can be shipped. Despite any such 
pickup in imports the total for the 
year will not, it is believed, reach 
ihe 1950 volume. 

The last of the major types of raw 
materials is kidskins. These, of 
course, are all imported. So far this 
year, seven months, imports have 
dropped off by 134% percent not be- 
cause of any basic shortage in supply 
but because tanners and importers 
have been reluctant buyers. A high 
price level on one side and the re- 
cent curtailment in leather demand 


..by the shoe industry have combined 


to make the leather industry pull in 
its horns. 








Wanted and For Sale 





° . 
Toggling Unit For Sale 
36-frame unit, 18 frames on each end. Size of 
frame 6% ft. x 6% ft., complete with motors 
and controls. Must be moved—no reasonable 
offer refused. For information write H-17, c/o 
Leather and Shoes, 300 W. Adams St., Chi- 

cago 6, Ill. 





For Sale 


One Farber degrainer, practically new. Sub- 
stantial discount. 


Address H-22, 
c/o Leather and Shoes, 
300 W. Adams 8t., 
Chicago 6, Il. 





Help Wanted 





Consultant Tanner 


WANTED: Consultant Tanner experienced in 
the tanning and finishing of Horsebutts for 


Cordovan. 
Address H-13, 


c/o Leather and Shoes, 
300 W. Adams St., 
Chicago 6, Ill. 





Mfg. Representative Wanted 
Established Eastern manufacturer of cork plat- 
form and insole material for popular price 
shoes needs right man in St. Louis-Memphis 
area. Write Box Y-12, Leather and Shoes, 10 
High St., Boston 10, Mass. 
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Representatives Wanted 
SEEKING REPRESENTATIVES 


for 
Latex (natural and synthetics) 
and 
Solvent Cements. 
Address H-18, 
c/o Leather and Shoes, 
300 W. Adams St., 
Chicago 6, Ill. 

















Situations Wanted 





. 
Superintendent-Tanner 
SUPERINTENDENT AND TANNER desires 
position with a responsible organization. Must 
be quality manufacturers of side leathers, or 
desirous of obtaining same. No others need 
apply. Thoroughly experienced in tannery 
management, labor relations, and material 
procurement. A thorough knowledge of leather 
manufacture from the hide house to sales. 
Kips and sides in Elk, Smooth, Aniline, Water- 
proof, Army retan, Mechanical, Retan sole, 
specialty, and other leathers, with a com- 
prehensive knowledge of split manufacture. 
Over twenty-five years experience, with tech- 
nical education. Extensive experience as a 
consultant. Excellent references. Domestic and 
foreign inquiries invited. Address H-8, 
c/o Leather and Shoes, 300 W. Adams St., 

Chicago 6, II. 





SALESMAN, experienced, potential, looking 
for position in shoe and handbag uppers and 
linings line in New York and vicinity. Write 
Box Y-13, Leather and Shoes, 10 High St., 
Boston 10, Mass 





(Other Want Advs. Page 37) 
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Raw material prices have reacted 
to this but buying of raw stock will 
probably continue to be controlled 
by your demand for leather and im- 
port volume will be geared to con- 
sumption despite the time factor in 
bringing in new supplies to meet. 
demand. World supplies of goatskins 
are probably just as good generally 
as they were last year but the supply 
available to you as consumers will 
be determined basically by your de- 
mands on the tanning industry. 

That seems to be the story. ‘a 
brief, what it boils down to is some- 
thing like this. 

(1) Domestic slaughter of cattle 
and calves has been lower than in 
1950 but to a large extent this has 
been offset by heavier imports. 

(2) Cattle slaughter should im- 
prove from now on out and there is 
some possibility that calf slaughter 
may also improve, though perhaps 
not until next spring. 

(3) Sheep slaughter has been very 
poor but the bottom probably has 
been reached. 

(4) Imported raw materials, ex- 
cept for sheepskins, have been fairly 
readily available at source but the 
extent to which we import will de- 
pend upon the demand for leather. 


FROM GREECE T0 YOU 
Fine Mandruka 
SHOE SILK SPONGES 





RE UNRIVALLED | 


Acme Gives You Such Superb Selec- 
tions Because . . . Three genera- 
tions’ experience in buying and 
processing highest quality silk 
sponges guarantees you the best 
quality and prices. 


Write for samples and prices today. 
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EVAPORATION COATING 


(Continued from Page 8) 


ber, and a “radiation baffle” is nor- 
mally used to surround the heating 
element for the purpose of concen- 
trating vaporized materials for de- 
position with maximum efficiency on 
leather surfaces. Strong  electro- 
magnets outside of a vacuum cham- 
ber are sometimes used to alter the 
positions of fixtures within the cham- 
ber, so that all surfaces and areas of 
a product can be coated without in- 
terrupting the evaporation process, 
and in many circumstances deposi- 
tion materials are masked or shielded 
so that coatings will be built up in 
localized areas only. 
Metallic Coating Materials 
The initial development of evapo- 
ration coating techniques for com- 
mercial applications has been attrib- 
uted to Dr. John Strong as the result 
of experiments conducted at Califor- 
nia Institute of Technology several 
years ago. Dr. Strong’s reports on 
this subject indicate that satisfac- 
tory evaporation coating materials 
include: 
Absolute 
Temperatures 
for 
Evaporation 
Materials at 10-? Hg. 
Mercury 320 
Cesium 433 
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Rubidium 450 
Potassium 480 
Cadmium 541 
Sodium 565 
Zinc 623 
Magnesium 712 
Strontium 81l 
Lithium 821 
Calcium 878 
Barium 905 
Bismuth 913 
Antimony 973 
Lead 1000 
Tin 1148 
Chromium 1190 
Silver 1319 
Gold 1445 
Aluminum 1461 
Copper 1542 
Iron 1694, 
Nickel 1717 
Platinum 2332 
Molybdenum 2755 
Carbon 2795 
Tungsten 3505 


Generally speaking, evaporation 
coating materials are selected on the 
basis of their colors, physical prop- 
erties, and chemical inertness. The 
latter qualification is especially im- 
portant, since corrosion or oxidiza- 
tion is rarely regarded as a desirable 
tendency for any coating material. 
Therefore, chemically-stable — sub- 
stances—such as pure gold, alumi- 
num, and non-metallic oxides—may 
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Schematic side view showing typical details of an evaporation coating unit. 
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now be regarded as the most popu- 
lar evaporation coating materials. 
However, good results have been ob- 
tained with other evaporation materi- 
als—such as iron or steel alloys— 
where it was possible to protect the 
resultant coatings with secondary 
finishing materials such as clear lac- 
quer or shellac. 


Costs Slight 

Incidentally, the cost of using pre- 
cious metals such as gold and plati- 
num for evaporation purposes is very 
slight because extremely small quan- 
tities of these materials can be ap- 
plied in transparent or opaque lay- 
ers over very large areas. For ex- 
ample, a single ounce of pure metal 
can be evaporated to produce a flex- 
ible opaque coating for more than 
3000 square feet of leather. 

Tests recently made with trans- 
parent evaporation coatings, which 
respectively comprised aluminum 
and magnesium oxides, indicated 
that the ability of non-metallic sheets 
(of leather, paper, fabric, etc.) to 
resist scratching was increased by 
margins of 25 to 150 percent—ac- 
cording to officials of Ray Campbell © 
Co., Los Angeles. Shear, tensile, ~ 
and compressive strengths of the ma- © 
terials were only slightly improved 
by the coatings. 

Moisture-transmission experiments ~ 
conducted by engineers for F. J.~ 
Stokes Machine Co. reveal that” 
opaque evaporation coatings of mini- ~ 
mum thicknesses make it virtually 
impossible for leathers to sweat or 
conduct moisture vapors, while trans- 
parent evaporation coatings have no © 
appreciable tendency to vary the 
natural porosity of leather products. © 

In the development of special cloth- ~ 
ing for use in Arctic regions, U. S.~ 
Army engineers have learned that ~ 
evaporation coatings comprising thin 
layers of aluminum can be used as 
interliners between leather sheets or — 
combinations of leather and fabric 
sheets to produce coats or jackets 
of maximum flexibility, extreme light 
weight, and optimum ability to re- 
flect body heat without reducing 
the desirable tendency of the coated 
materials to “breathe.” 

At Industrial Electronic Engineers’ 
plant near San Francisco, evapora- 
tion-coated layers of wax-impreg- 
nated leather have been laminated 
for use as electrical condensers which 
can store as much current as nor- 
mally used metal-paper condensers 
and have the added advantage of be- 
ing able to withstand comparatively 
great mechanical stresses. 

Precision molds and dies for 
leather products have been made at 
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UBS Patented* Pink Latex 
cement goes further—proven 
production run tests show 
11.7% greater mileage. A 
definite pink when applied— 
this cement dries colorless. 
Operators can see that cover- 
age is complete where needed, 
yet avoid waste—no misses, 
or skips. UBS Patented* Pink 
Latex does a neater, faster 
job especially on hard-to- 
handle pastels. 


Remember, no other latex 
has the distinctive color fea- 
ture of UBS Patented* Pink 
Latex—so no other cement 
can guarantee such savings. 
Prove the value of UBS Pat- 
ented*® Pink Latex on your 
own production line—write 
or phone for a generous sam- 
ple today. 


* Patent number 2,537,124 


Address ali inquiries to 


Union Bay State Chemical Co., Inc. 
491 Main Street, Cambridge 42, Mass. 





| SPRAY ON 
PATENTED PINK 
LATEX / 





























UNION AVSTATE . 


> 
491 MAIN ST., CAMBRIDGE 42, MASS. 





SALES REPRESENTATIVES 


GEORGE J, ATCHUE 
7 Lexington Ave., New York, N.Y. 


PAUL ZIECLER 


4604 Langshores St., Philadelphia, Pa. 


SHOE FACTORY SUPPLIES CO. 
2130 Pine St., St. Louis, Mo. 


WARD & KENNEDY CO. 
1225 N. Water St., Milwaukee, Wis. 


HARRY ALBERT 


3717 N. Inglewood Circle, Nashville, Tenn. 


JOSEPH ZIEGLER 
5612 Glengate Lane, Cincinnati, Ohio 
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an exceptionally low cost for the 
western aircraft industry by build- 
ing up thick layers of steel alloys on 
inexpensive wax patterns by means 
of the evaporation process, separat- 
ing the patterns and coatings by 
melting the wax, and reinforcing the 
coating “shells” or cavities with cast 
metals sc that the tools would have 
the strength and dimensional quali- 
fications for production usage. 

The thickness of an evaporation 
coating is determined by the amount 
of time a deposition material is ex- 
posed to vaporized coating materials, 
and in most cases this is a matter 
of only a few minutes. However, 
due to the need for supplementary 
evacuation and pumping operations, 
a complete coating cycle usually re- 
quires at least an hour’s time—that 
is, from the moment a vacuum cham- 
ber is closed until the moment the 
vacuum chamber is opened. 

Therefore, the amount of produc- 
tion that can be maintained with 
evaporation coating equipment is 
proportional to the amount of space 
that can be evacuated for coating 
purposes. Such space may be pro- 
vided by one large vacuum chamber 
or by a sequence of relatively small 
vacuum chambers — depending on 
the dimensions of the materials that 
must be coated in each circumstance. 


Most Prefer Sequence 


Most companies prefer to utilize 
a sequence of vacuum-coating units 
in order to avoid wasting the time 
of operating personnel, since coating 
operations are usually automatically 
controlled after a vacuum chamber 
is loaded; but this is an optional con- 
sideration, subject to many varia- 
tions on the basis of individual pro- 
duction requirements. 

A considerable portion of the evap- 
oration coating equipment now in 
use was made to order by or for in- 
dividual processors, since no com- 
mercial equipment of this type has 
heretofore been available. However, 
the advantages of the process are 
such that a number of specialized 
tooling manufacturers have started 
making evaporation equipment on a 
production basis during the past 
year. 

The latter include F. J. Stokes 
Machine Co., Philadelphia; National 
Research Corp., Cambridge, Mass.; 
and Distillation Products, Inc., Roch- 
ester, N. Y. 
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CLOSING PROBLEMS 


‘Continued from Page 10) 
seams are sometimes so big that they 
lay down on one side, making it im- 
possible for the stay to be stitched 
on correctly. These seams must be 
made correctly, as previously stated, 
if the stay is to be correctly put on. 


“V” Closing 

“V” closing has been adapted on 
many styles of shoes. It is done by 
taking the entire quarter and notch- 
ing out a large “V” in its center. 
When folded, the apex of the “V” 
becomes the center line. This is not 
a true “V,” however, but has a slight 
curve. This curve represents the 
true heel line. When properly sewn, 
it will transpose the heel line correctly 
in conformity with the design of pat- 
tern. (See Figure 2.) 

Here, too, many manufacturers 
have been faced with problems as to 
how to sew this operation accurately 
without leaving a large “bump” in 
the center of the heel line. This is 
also true of the lining closing that is 
being done in the same method. 

This method of operation has been 
adapted because it apparently offered 
an easier way to shape the heel line 
and yet offered little opportunity for 
errors to be made in sewing. 

With all these factors seemingly in 
their favor, this operation is neverthe- 
less sewn poorly in many instances. 

The answer to this problem is prac- 
tically the same as that described for 
plain closing. The complete solution 
to this problem is how well this small 
curve is stitched to accurately elim- 
inate this bump, and how the proper 
gauge will guide the work through 

















He says he ain’t drunk, Sarge. He’s 
got wot they call television fatique 
‘cause the leather in the chair he 
was sitting wasn’t treated with fat- 
liquors by Salem Oil & Grease Co. 


to make it more comfortable. 
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Figure 3 


Left: The skived edges require “pulling together” of the edges for sewing. 
Thread does not bite into “fat” of leather. To form a close seam, rubbing is 
necessary. Rubbing forces the excess material back into the seam, creates a 
“bump” in the seam instead of being smoothly butted together. 

Right: This has no skived edges. When sewn, the edges come together prop- 
erly. Then the seam turns over easily with a hinge effect, is perfectly butted, 


and no rubbing is required. 


the machine and not the operator to 
force it through. 


Plain Zig-Zag Closing 

This operation offers problems 
that have been difficult to solve: 

1) Seams too bulky—due to im- 
proper sewing. 

2) Seams not easy to turn over- 
due to skiving and very tight thread 
tension. 


3) Seams not uniform—due to im- 
proper gauging of margin. 

4)-Material does not butt even 
due to seams being pressurized. 

5) Seams out of line—due to poor 
assembly. 


These problems are the direct cause 
of skiving and trimming operations 
coming back into the picture to help 
relieve the disturbances that the 
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seams have had on the other opera- 
tions that followed. (See Figure 3.) 

The moment that skiving and trim- 
ming operations are adopted, a sac- 
rifice of quality of pattern is defi- 
nitely shown. The seams are smaller 
but weaker in construction. The 
breaking of seams becomes a major 
problem. 

In principle, the solution is the 
same as in plain closing. The only 
difference is that this type of seam 
has an overcast stitch that is sup- 
posed to act as a “hinge.” One should 
be able to turn the material com- 
pletely over without rubbing. If this 
operation is done as explained, when 
placed down flat the material form- 
ing the heel line will be perfectly 
butted against each other and the 
seam will be perfectly flat. 


Flat Zig-Zag Closing 
This type of closing has been ‘a 
last-resort type of closing. It is the 
slowest of cll closing methods. 
This is a complete butt of both 
halves of the quarter and placed down 
flat on the machine. The heel line 
is butted together by a sewing oper- 
ation and therefore a flat seam can 
be had strongly sewn without any 
problem. That, however, doesn’t 
prove to be the case. 
This operation also has its prob- 
lems: 
1. It is impossible to start the 
quarters evenly; 
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2. Operation is very slow; 

3. Material sticks in the machine 
when sewing; 

4. Heel curves of the two pieces 
do not meet correctly on time, 
thus wrinkles formed in the 
quarters. 

This method can be improved by 
running a continuous cloth or paper 
tape (14” wide) through the ma- 
chine. In this manner the tape acts 
as a conveyance, and the edge of 
work to be sewn can be placed down 
on tape and carried through the ma- 
chine without stopping. 


Straight Closing 

This operation is a very important 
one because there are many opera- 
tions in shoemaking where straight 
closing is used. If not performed 
correctly it causes a lot of errors to 
accumulate during shoe assembly. 

This method is used in lining clos- 
ing, side closing, vamp closing, quar- 
ter closing, eye-row closing, and 
other operations. 

Seams must be held uniformly and 


.. very close to the edge no more than 


1/16” because that is the stitching 
tolerance allowed in the design of the 
pattern. 

This type of closing is practically 
the same as the plain closing. The 
only difference is that the material 
being sewn has straight and not 
curved edges. This type of seaming 
requires a different type of gauging 


than the other types because the mo- 
ment the work is placed in correct 
position on the machine, the work 
can go through practically by itself 
and the gauge will have proper op- 
portunity to perform the work cor- 
rectly and uniformly. 

It is proven that most of these clos- 
ing problems are self-created due to 
the lack of proper understanding of 
this particular operation and the sim- 
plicity of its solution and how easily 
it can be remedied. 

It is very important to examine 
your closing operations carefully and 
see for yourselves that all the state- 
ments made in this article are facts 
that can help benefit greatly in the 
proper application of the closing op- 
eration in shoemaking. 


— END — 
Ohio 


® Warren T. Gunville, formerly 
associated with G. Edwin Smith Shoe 
Co., Columbus, as Pattern Department 
head, has joined the staff of Prima 
Footwear, Inc., also of Columbus. 
He will be in charge of all Prima styl- 
ing and ‘eather buying. Patrick J. 
Edgar is also joining the firm as pur- 
chasing agent. Both men have had 
lengthy service in the shoe industry. 
Prima manufactures dance footwear, 
ballerinas and dress flats. 
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Every shoe is—for better or for worse. 
economical through our scientifically engineered method of 


“CONTROLLED STITCHING" 
170 Summer St., Boston, Mass. 


AJAX MACHINE CO. 


ARE YOU IN STITCHES? 


We guarantee to make stitching better, faster, more 


Call LI 2-8694 
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Wanted: Surplus Stocks 


SHOE MANUFACTURERS’ SURPLUS OF 
FE ice including Close outs, 
mples and Factory Damages 
Also LEATHER SURPLUS and REMNANTS. 


WRITE 
MATT AMROSE & SONS, 

SYRACUSE, N. Y. 
SEDGWICK K. JOHNSON 


Leather Chemist and Tanner 
Research and Government Work a Specialty 
E-4 19 Pingry Place, Elizabeth 3, N. J. 








For NEW IDEAS In Shoe Styling 
Subscribe To Our Imported 
SHOE DESIGN SERVICES 


Ask For Descriptive Price List 


Overseas Publishers Reps. 


68 Beaver St. New York 4, N. Y¥. 
BOwling Green 9-5477 











~ Tannery ‘Machinery 


For Sale 
Stehling Fleshing Machine—72”. 
Quirin Wringer. 
Measuring Machine. 
Shaving Machine. 
Carley Heater Double Rolling Machine. 
Drums with individual drives, complete with 

motors and V. Belts. 

Rockers and Rocker Frames. 
All like new. 

Address H-11, 

c/o Leather and Shoes, 
300 W. Adams St., Chlesgo: 6, m. 


For Sale 
10 TONS of Sole Leather Bellies 6-8 iron. 
Address H-21, 
c/o Leather and Shoes, 
300 W. Adams St., 
Chicago 6, Ill. 


o) 54 (O) 9d) 


Roller-Non Roller 
Steel or Bras 


ful line 








Brazilian Leathers 
Ask 
Schlossinger & Cia. Ltda. 


Caixa Postal 917 
Sao Paulo, Brazil 

















| 
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Rates 
Space in this department for display ad- 
column, where space costs $2.00 per inch 


for each insertion. 





C adver cost $2. 
inch for each insertion under ‘Help 
Wanted” and ‘‘Special Notices’ and $1.00 
per inch for each insertion under *‘Situa- 
tions Wanted.”’ 

Minimum space accepted: 1 inch. Copy 
must be in our hands not tater than 
Tuesday ming for th in the 
issue of the following Saturday. 
Advertisements with box numbers are 
strictly confidential and no information 
concerning them will be. disclosed by the 
publisher. 


THE RUMPF PUBLISHING CO. 
309 W. Adams 8t. Chicage 6 














For Sale 


operating factory, manufacturing 
soft-soled baby shoes. Present output 1,000 
pairs daily. Own three (3) story building, 
machinery, equipment and stock. Location, Mid- 
dle Atlantic State. Reason for sale, owners 
have other interests. Address H-14, c/o Leather 
and Shoes, 300 W. Adams St., Chicago 6, Tl. 


COMPLETE, 


NATURAL WHOLE HIDE GRAINS 3-4 and 
4-5 oz. 
Bridle & Stirrup Leather Butts. 
Heavy Natural Sides. 

Address H-19, 

c/o Leather and Shoes, 
300 W. Adams St., 
Chicago 6, Ill. 





For Sale at Low 
And Attractive Prices 


Upholstery Leather, mixed colors, all sorted and 
trimmed, perfectly flat in bags, full hand size 
and larger. All natural flesh back, sorted for 
cuffs, counters, etc. 31,000 pounds @ 29c— 
for the lot. 

White Wool Feit, 4” thick, pasted on Natural 
color calf finish good weight imitation leather 
—New goods in full rolls—1/3 of lot 25” width, 
2/3 of lot 50” width. 3,000 pounds new goods, 
per pound 60c, or will consider separating at 
a price. 

Platform Felt 2 weights mixed in lot—1/5 of 
lot 4%” by 40”, 2/5 of lot 12” to 18” by 40”, 
balance 40” by 54”. All flat, well packed in 
bales of about 250 pounds each. 10,000 pounds 
@ 12c. 

Good quality Felt in Block Cuts only, size of 
about 6 x 12 and larger, 2,000 pounds @ 12c. 
%” Jute Felt remnants, large, 3,000 pounds @ 
12c. 








Cheap Pennant Felt Green-Brown Strips 4 to 
8” width and 40-50” long. Some shorter. All 
flat, rolled in bundles, 3,000 pounds @ 25c. 


Rubberized Felt 1/16 to ‘%” thick, black, grey 
and cream color, full rolls 30-36” width. New. 
9,000 pounds @ 28c. 

Ski Cloth, numerous pastel colors, 
yards long and some much longer, in rolls, 
mainly flat folded in bales. 60” width 2-3 
weights napped back. @ 58c. 


~% to 10 


19,000 Ibs. 





THE only suc- 
cessful press 
that prepares 
Sole Leather 
for drum 
tanning, ex- 
tracting and 
oiling. 
Also pre- 
WRINGER pares both 
bark and chrome tanned sides and 
whole hides for the skiving and 
splitting machine. 


Quirin Leather Press Co. 


Olean, New York 











Awning Material, some plain, mostly bright 
stripes. Some triangular shape -—- mostly 
straight cut full width and \% to 3 yards long. 
Flat folded and tied in bundles. 12,000 Ibs. 
@ 18c. 
Light weight Cotton Padding, 1 to 3 yards 
long, full width, flat folded—sewed against a 
sparce light weight netting. 2,000 Ibs. @ 25c. 
Auto Upholstery Cloth, grey, cotton, 7 ounce. 
All Block Cuts, odd shapes and a lot that are 
straight cut. Size about 5 x 8” and larger. 
8,000 Ibs. @ 25c. 
Auto Upholstery Cloth, mostly wool with cotton 
mixture—-Block Cuts only, some odd shapes 
and some straight cut. 3,000 Ibs. @ 30c. 
Rubberized Sheeting, remnants—% to 2 yards 
long, full widths, flat folded, unwrinkled. 
11,000 Ibs. @ 12c. 
Biack Drili Cloth Bags—clear cutting—‘‘Un- 
used’’ Size without flap 9 x 12”. 18,000 Ibs. 
equal to about 75,000 bags, 12c per lb. 
Spun Rayon, about 1 yard to 1% yards, full 
widths. All samples, hardly 3 pieces alike in 
color or shade. Flat folded in cases. 15,000 
Ibs. @ 25c. 
Imitation Leather—various colors—remnants, 
about 4 to 1% yards, mainly full widths, 
medium and a little heavier weight. Flat folded 
in bundles, packed in about 300 Ib. bales. 
8,000 Ibs. @ 13c. 
Terry Cloth, full widths and some wide tubular 
remnants about % to several yards long. All 
white, packed in bales. 12,000 Ibs. @ 44c. 
Canton Flannels, white unbleached, golden 
brown, black, colors. 1 to 10 and 10 to 20 
yards. 4-6-8-10-12 ounce. 
Raw Materials—in Carloads or Small Lots 
A Building Full of Bargains. 
We Just Keep Moving Our Stock. 
Take Advantage of Our Low Prices. 
Be One of Our Satisfied Customers. 
We Guarantee Satisfaction. 
Write for Your Needs — We Will Reply 
Promptly and in Detail with Samples, 
if necessary. 
































CENTRAL MERCANTILE CoO. 
217 Milwaukee Ave., Chicago 6, Ml. 


ee Close Out 


VINYL SHEETING, opaque white .120 gauge © 
press polished, 7.6 sq. ft. each sheet. 
Address H-20, 
c/o Leather and Shoes, 
300 W. Adams St., 
Chicago 6, Ill. 








(Other Want Advs. Page 32) 

















Gon the Best 


IN COMFORT 
AND CONVENIENCE 


New Jefferson 
HOTEL 
Completely remodeled and re- 
furnished—New Jefferson Hotel 
will make your visit to South 

Bend much more pleasant. 
CONSIDERATE 
RATES FROM $275 
SOUTH BEND 
INDIANA 


HOTEL DAYTON 


A modern hotel with every com- 
fort and convenience to make 
your stay a delight in Kenosha 
—where business and pleasure 
mix. ie of the Town Casino. 


race M2275 
KENOSHA wisc. 


Personal Management 
. KEAN 
AND ASSOCIATES 
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Deaths 





Sigmund Berger 

. . 87, retired shoe manufacturer, 
died Aug. 13 at the Jewish Hospital 
in Cincinnati, O., where he had been 
a patient for the past five weeks. He 
had been in failing health for some 
time and spent his last weeks in an 
oxygen tent. Berger was associated 
with the shoe industry for,many years, 
at one time with the former Roth 
Shoe Co. in Cincinnati. His wife, 
Mrs. Rose Berger, died within a few 
days of his death and both were cre- 
mated. Survivors include three sons, 


Nelson, Milton and Robert. 


George W. Jammer 

. 55, shoe manufacturing executive, 
died accidentally on Aug. 16 as the 
result of a fall down an elevator shaft. 
Jammer was general manager of shg 
factories for Scholl Mfg. Co., Ind, 
Cincinnati, and had been associated 
with the firm for the past 24 years. 
He had been on an inspection tour 


of the plant and presumably fell to 


his death when trying to crawl out 
of an elevator that had become stalled 
between floors. His body was found 
crushed on the concrete at the bottom 
of the elevator shaft. Jammer was 
a resident of Chicago. 


Hugo A. Gaensler 

. shoe manufacturer and executive, 
died recently aboard the French liner 
Liberte, en route to Europe on a pleas- 
ure trip with his wife, Hilda. News 
of his death was learned when his 
daughter telephoned the ship at sea 
to inform him of the death of his 
mother-in-law. A native of Austria, 
Gaensler came to this country in 1938. 
He became active in manufacturing 
shoes and owned various retail stores. 
In addition to his wife and daughter, 
Francie, he leaves a son, Dr. Edward 
A. Gaensler, a Boston physician. 


John Wylie 
. 83, shoe executive, died Aug. 17 
at Nathaniel Witherell Hospital, 
Greenwich, Conn. He was an exec- 
utive with S$, Waterbury & Son, 
Brooklyn shoe manufacturer, until 
his retirement about two years ago. 


William D. Hunt 


. 71, shoe executive, died recently 
at his home in Chicago, Ill. He had 


‘been an executive on the staff of 


Knapp Bros. Shoe Mfg. Co., Brock- 
ton, Mass., mail order shoe firm, and 
was sales manager when he retired 
last May. Hunt had been with the 
firm for the past 30 years. He leaves 
a daughter, Mrs. Eunice Weeks. 





b tlentéon LARGE & SMALL USERS of WOOL GREASE! 














sean 
woot Ot Sates 
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Largest Pia. 


of 
Wool Grease 


Arlington 
WOOL GREASE 





TANK CARS 


Since 1896 


WILLIAM Whitman COMPANY, INC., 


ARLINGTON DIVISION 


261 FIFTH AVENUE, NEW YORK 16, N. Y. 
Telephone: ORegon 9-1000 
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Crompton-Richmond Co., Inc. 19 


Davis Leather, Inc. 26 

Drew, E. F., & Co., Inc. 9 

DuPont, E. |. de Nemours & Co., Inc. 
Dyestuffs Division Front Cover 


Eberle Tanning Co. sre 
England-Walton Div., A. C. Lawrence 
lea. Co. .. 


Geilich Leather Co. 
Huch Leather Co. 
Irving Tanning Co., Inc. 
Kean, Fred & Assoc. 


Legallet Tanning Co. 
Lincoln, L. H., & Son, Inc. 
Lynn Innersole Co. 


McAdoo & Allen Welting Co. 
Mead Corp. 
Mears, Fred W., Heel Co., Inc. 


O'Keefe, Thos. A., Co. 
Ormond Tool & Mfg. Co. 


Pilar, A. J. & J. O. 
Quirin Lea. Press Co. 


River Plate Imp. & Exp. Corp. 
Robeson Process Co. 

Rubber Eng. & Chem. Co. 
Rueping, Fred, Lea, Co. 
Salem Oil & Grease Co. 27 and 
Schlossinger & Cia, Ltda. 

Seton Leather Co. 

Standard Embossing Plate Mfg. Co. 
Superior Tanning Co. 


Taber Pump Co. 


Union Bay State Chem. Co. 


United Shoe Machinery Corp. 3 and 


Western Supplies Co. 
Whitman, Wm., Co. 
Wisconsin Lea. Co. 


BLUE BOOK 


of the 
SHOE & LEATHER INDUSTRY 





in the makin 2 











LEATHER and SHOES 


August 25, 1951 





in the sample rooms of 


oo es ae OMG Gsematons 


al AN Distinctive Elk and Smooth Finished Sides 
UNIQUE | Quality Combination Tanned Side Upper 


IR VA LEX Elk and Smooth Sides for the Volume Trade 


play a leading role in style interpretation 


\ 


Style men and shoe buyers buy and spe¢ify Irvtan, Unique, 
and Irvalex. Outstanding leathers by Irving Tanning Com- 
pany... priced right for the volume footwear trade. 


\ | 
SALES REPRESENTATIVES 


MR. ROBERT O. BARDON \ MROJ.-C, HENLEY 

. 529 Sycamore Street 204 ‘Leather Trades Building 
Nts Cincinnati 2, Ohio is ~-1602-tocust Street 
St. Louis 3, Missouri 


JOSEPH S. SALOMON & CO MR. W. A. HARTWIG CHARLES A. SIMPSON 
10 Spruce Street 128 North Wells Street 2965 Somerset Place 
New York 7, New York Chicago 6, Illinois San Marino 9, California 





a 


Tue Moran Suok Company believes that only the 


best of fine, flexible leathers are good enough for 


the shoes in which little feet “get the right start”. 


That’s why they select the finest of 


all patent leathers . . . by Colonial, of course. 


COLONIAL TANNING COMPANY, INC. Boston 11, Massachusetts 





